




















- 
i», 
i”, 


IN THIS ISSUE: 


\ 


EDITORIALS—The High Cost of Living—The Other 
Side of the Fence—Don’t Play a Losing Game 
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Genuine Detroit Lubricators 
for Every Purpose 
























ENUINE Detroit Lubricators are made in a sufficient 

variety of styles and kinds to properly lubricate the 
valves and cylinders of all types of steam engines, steam 
pumps, gas engines, air compressors, etc. 














They are scientifically designed, each for its purpose, and 
great care is given to all the details of manufacture in order 
to insure a uniformly high quality. 


Everything possible is done to maintain and increase 
their reputation for excellency. | 


Engineering Service Department 


The Detroit Lubricator Company maintains an Engineer- 
ing Department that is at the service of users of lubricating 
devices. If users are not sure as to the exact style and size 
of lubricator their machines need—if they are in doubt about 
the proper method of installation and operation—if they 
need help of any kind, they can write us and our Service 
Department will be glad to help them. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U.S. A. 


To Help Your Sales 


Argument No. 6 | 














HE folders illustrated here are 

specially designed for “American” 
dealers to send to their customers and 
prospects. 











Detachable return post cards, imprinted with 
the dealer’s name and address, are a part of all 
but one of these folders. Even after the card 
has been removed and sent in, the dealer’s 
name and address are still on the folder proper, 
which is so attractive that it stands an unu- 
sually good chance of lingering in the reference 
files of the buyer. 


en OTE 


Send for a sample set of these handsome, well- 
printed and interesting folders. 


THE AMERICAN PULLEY CO. 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Stee! Shapes, and 
Pressed Steel Shaft Hangers 


























The December issue 4200 Wissahickon Avenue Philadelphia, Pa. 
wi!/l bring out another 
feature of our sales 
service to our dealers E R ‘ C 
PRESSED STEEL \ 
STEEL SPLIT 
So the buyer may find the nearest “American” dealer as Y 
quickly and easily as possible, the name, address and ‘phone HANGERS PULLE Ss 
number of our dealers are carried in MacRae’s Blue Book PATENTED CATENTED 
as | a 
~ When writing to Advertisers please mention Mitt Suppcies 


XUM 





HULL QUPPLIES 




















Sell the CAPITAL Line—Exclusively 


: CAPITAL “Red Cap” industrial brooms and brushes 
will be the biggest moneymaking line you can handle. 
The “Red Cap” Line is complete. It contains a broom 
or brush for practically every industrial need. 


Superior ‘““Red Cap”’ Quality Brings Business 


CAPITAL “Red Cap” brooms or brushes bring steady repeat 
business. Superior wearing and cleaning qualities make perma- 
nent, satisfied customers. You will find that handling the 
CAPITAL Line exclusively will make a big increase in your 
sales and profits. That policy is being followed today by practi- 
cally all of America’s leading jobbers. 


CAPITAL 


Write today for Catalog 17. 


Brushes-Brooms 


For All Industrial and Trade Uses 
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Pressed Steel Ladles 
and Kettles 


Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 





Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 

= ) 






MULLINS BODY CORPORATION | 


Successors to W. J. Clark Co. 


102 Mill Street Salem, Ohio 
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ILLINOIS MALLEABLE IRON CO. 





General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 





Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 


















Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 


ile Insurance 







The Highest 
Grade File Made 








ALLEN 


stronger hollow screu 


AC hed hollow screws- 
other kind made. 
ented process which increases the « 


-e] around the socket-hole, and heat-treated scien 


“he entire length of the 
»f socket for the wrench 


Head Cap Screws, Tap Setensic ns pom Socket 





The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 








IN J ECTORS 





500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. §S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 








| 
i 















































A NEW “TOLEDO”— 
THREADS 43 in., 5 in., 6 in. PIPE 


Here is a new “TOLEDO” model that is lighter, 
smaller and easier to operate than any other tool of 
this capacity. 

It uses a separate set of dies for each size pipe, 
thus following the same principles which have made 
the No. 2, No. 3 and No. 4 models so popular. 


It is a tool that your salesmen can well recommend 
to your customers, and is especially adapted for the 
man who already owns a ‘“‘TOLEDO” No. 2 and re- 


quires to thread pipe up to 6 inches. 


The list price is $200.00 and the discounts are 
liberal. 


We will be glad to send you further particulars on 
request. 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 


NEW YORK OFFICE, 50 CHURCH ST. 





"TOLEDO" 


TRADE ARK 


ver 








THIS IS THE OIL PUMP 
THAT VOGT BROTHERS BUILT 





We built 54 of these pumps for a South American Government; also 46 for 
a large American Corporation to be used in the Mexican oil fields. 


This ought to convince you that we can satisfy your wants in the pumping 


machinery line. 


“(Good Pumps 


Since 1891” 


NATIONAL FOUNDRY & 
INCORPORATE 


LAVISVILLE. 


VAUT BRATHERS MFG. LA. 


MACHINE CO 
. 





“Good Pumps 


K ENTVZL KY. Since 1891” 




































































Unsolicited Testimonials | 


The several letters published below are typical of thousands of similar tributes to 
Albany Grease. Albany Grease is by no means a “cure-all”—it’s a thorough lubricant. 
But when bearings, shafting or gearing do not “hit | 

right”, nine chances out of ten the trouble can be traced to an imperfect lubricant. If | 
| 

| 

| 

} 


It won’t help after a seizure. 


one of your customers confronts you with a lubrication problem, do not hesitate to 
let our Engineering Department help you solve it. The service is free. Address, 
Adam Cook’s Sons, Inc., 708 Washington St., New York. 


KULL QUPPLUES 













































































la I in sken at 8 A. M., 12 M. and 5 P. M.; 
iTca cause [| find t he pin ne taken dircetly after 
| I] ] cup oO stopping 12 M., and are as follows: En 

ht mn ith your grease o1 ne room ar. 863° F., crank pin ar 
ed uw Sept. 3rd. I -1° | Three cups o rease used in 

1] his and saved 4) vs, the total number of hours run 

1 | Vh I uring that time being 25942, allowing 

| 1 for Albany Grease ( to cup, or total of 18 oz The 

Pita. ‘Fo an eee amount of grease used per hour being 069 

nlac Ea ‘ th ; | have pro d to my entire satistac- 

\II om Giennc , ; 1 tion th \lbany Grease is of a very 

aa mK pix ; superior quality, and therefore take pleas 

ba ‘| pre te ; Jo cons ire in letting you know the result of my 
losing herewith our le — 

ippl BoC. P. H., Bingham Canyon, Utah \t 

"= ee the B plant we use nothing but \lbany 
ey egy 9 > ene ale (srease—about 100 Ihs. per month I am 
‘ ne and subn to vou now engineer at the | N ( plant wher 
I lata Corliss Engine e use it to the exclusion of all other 

H. P. cylinder dia. 14”, stroke — 
per min. 97, non-condensing, diz C.F. H., Augusta, Mi [am using No. 3 
p 314", length 4”, crank pin \lhany Grease on Steamer “G". Use it 
| pact up 6 w journals and eccentrics. I find it 
r¢ vom heir ( tter satisfaction than anything I 
































It’s Profitable Business Featuring 


ALBANY GREASE 


Lubricant,. DRIPS 


NEVER DETERIORATES 





Advertised since 1868. Engineers 
over the entire world favor it and 
demand it by name. 


\ complete stock of Albany Grease can be 
carried 





investment. Large 
Your annual fill-in 
ers protect you on earning better prices. 


on a very small 
stocks are 


ora 


unnecessary 


Write for our special dealer proposition 


ADAM COOK’S SONS, Inc. 
708 Washington St., New York 


TRADE 


== 
Z - — 
Aogricary 

Lg oar Beg N 
_ Org 
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have yet tried. Engine—200 h. p. com 
pound making 200 r. p. m. We make 
120 mile run each day on an average o! 


12 miles an hour, and use about 10 Ibs 


grease per week Could use anothe1 
supply. 
HW’. OL L. C., Vancouver, Wash—We have 


heen using Albany Grease for many years 
and have found it to be superior in every 
way to anything we have ever tried. W« 
take pride in recommending this brand t 





anyone desiring a high class lubricant 

S. S. B., New York City, N. Y—I write 
you this at the request of Mr, C. who 
urged me to give Albany Grease a trial 
on my engine when I was. using oil 
throughout as a lubricant. I put a cup on 
the crank-pin, and by actual test have 
used but 2 oz. of Albany Grease every 


eight weeks, where previously I used two 
oil cups, each consuming two ounces of 
oil every day. On the journals of the 
engine | have just as good results. About 
four \lbany each 
journal has lasted since August Ist, and 
has kept them from 35 to 45 
cooler than the oil ever did. 
used Albany on the eccentrics 
with equal success. I must say that 
\lbany Grease is the finest grease T have 
ever used, also the most economical, and 
| have been an engineer for the past 32 
years 

G. C., Fort Jervis, N. Y We began using 
Albany Grease ten months ago, and to 
tell you that it is a grease would be super 
uous. We filled our cups May 3rd last 
and have not filled them since, as they 
have not needed it. This fact more than 
We had pulleys that 
would not run a day, now they run a 
month on a small cup of A. G. 


Ii. M. D., Loyd, Miss.—I persuaded my 
firm to try Albany Grease because we had 
» much trouble with several other 
makes. It proved so entirely satisfactory 
that they placed an order for 120 Ibs. im- 
mediately after the test. It doesn’t make 
any difference whose engine I run, I will 
have Albany Grease if I have to pay for 
it myself 

E. C. S., Essington, Vancouver, B. C 
Enclosed please find order for one barrel 
of Albany Grease. Might add that I have 
used Albany Grease for many years with 
splendid results. No danger of hot jour 
nals where it is properly applied. IT would 
not go to sea without it. 

V. A. M., New Orleans, La—tLately, since 
using your Albany Grease on my engine, 
I am economizing nearly 40% in cost of 
lubricants, that is, taking what oil used to 
me and the quantity used. Now my 
expense in that line is nearly half, and 
cleaner surroundings near my engine. Now 


ounces of Grease on 


degree S 


I have also 
Grease 


pleases us loose 


s 


cost 


that your Albany Grease is sold nearly 
everywhere, [ am sure of never running 
out, and will surely recommend it t 


many parties who will surely use it. 
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Where One ™“ 
Good Product 
Sells Another 
of the Same Make 


Dealers who stock GD drills know about their 
uniformly high quality and excellent performance. 


Every tool in the big G‘J’D line is made with 
an effort to satisfy the most exacting user. 


And then there’s the extra advantage of buying 
various tools from the same source. These are days 
of small profit margins. The cost of such items as 
correspondence, postage, freight, and cartage eat up 
the dealer’s profit on many items. Concentrated 
buying reduces these expenses by making one order 
do the work of several scattered ones. 


@VT iD drills, taps, dies, reamers, pipe wrenches, nena 
and pipe tools help sell one another. 

















Send for Catalog and Discounts. 


e GREENFIELD I TAP AND DIE. 
eee 





“GREEN Fit AS SACHI SETTS 








When 


writing to 


Advertiser please mention MILL SuppLies 7 










































NO REBORING NECESSARY 


with 
“O77 
Tele 


PULLEY 


The Interchangeable Cone 
Centers Do the Trick 


It saves time, labor and money. 
“The Reeves” interchangeable cone 
centers being compressible, have 
tremendous clamping and wedging 
action that absolutely freezes to the 
shaft and at the same time inter- 
locks firmly with the wood pulley 
proper. No set screws to draw 
pulley off center. Keyway is pro- 
vided in cone center for the recep- 
tion of key if desired. 

A very small investment required to 
carry a complete assorted stock of 
REEVES motor pulleys to meet all 
requirements. 

Write for copy of Bulletin 


MsS-305 and our dealer's 
proposition, 


REEVES PULLEY CO. 
Columbus, Indiana 
Reeves-Bond Sales Co. 


39 S. Clinton St. 
Chicago, IIl. 

















“8 ARMSTRONG 
TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 
Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 
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NIVERSA . 
The GIANT L. Line 





r. Dealer: 


The general appearance of your Transmission Department 
will take on an added tone of refinement when you carry the 
UNIVERSAL GIANT line of Power Transmission Appliances. 


The finish alone will command attention, yet finish is just one 


of the many features that makes the UNIVERSAL GIANT line 
so desirable. 


The design is all that 67 years of studied experience could 
produce. This experience together with the service of our Special- 


ized Engineers will stand you in good stead when you have difficult 
Transmission problems put up to you. 


{si Us about Our COO pe ratty0e de ali I plan. 


T.B. Woods Sons (.C hambersburg, Pa. 


MANUFACTURERS OF SHAFTING, COUPLINGS, SET COLLARS, HANGERS 
PILLOW BLOCKS, PULLEYS, ROPE SHEAVES, FRICTION CLUTCHES, BELT TIGHTENERS 


New England Branch and Warehouse, 624 Main St., Cambridge, Mass. 
Southern Office, 312 Masonic Temple, Greenville, S. C. 
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Drawing a block by a string illustrates mechanical 
principle of a loosely woven belt fabric under a steady 


power impulse. Section of Bull Dog belt cut lengthwise showing string- 
like formation of warp threads. 


Bull Dog For Heavy Drives 
Perfection For High Speeds 





Whether your equipment puts a uniform load on your belt, or the frequent starting and stopping 
of machines makes it variable and intermittent— 


We have a Belt for each kind of service. 
One type, Bull Dog, is for the steady pull—the other, Perfection, for the jerky load. 


The pictures which show the block on the string and the block on the spring present the prin- 
ciple involved—those that show the belt sections illustrate the difference in construction. 


Just as the string provides the best means of moving its block smoothly with a steady pull, so 
does the belt in which the cross-threads are so spaced that the warp threads lie comparatively 
flat, works best under a heavy uniform load. 


And, just as the spring furnishes the best means of moving its block smoothly with a jerky pull, 
so does the belt in which the cross-threads are so closely spaced that the warp threads are forced 
into a wave-like position, work best under variable and intermittent loads, 


Drawing a block by a spring illustrates mechanical 
principle of a closely woven belt fabric under jerky 
power impulse. 











AYA AAA 





Section of Perfection belt cut lengthwise show- 
ing spring-like formation of warp threads. 








Our booklet, ‘‘Principles of Rubber Belting’’, contains a simple, 
clear and understandable analysis of the various problems that 
confront the buyer of belting. May we send it to you? 


Boston Woven Hose & Rubber Co. 


Cambridge, Mass., U. S. A. 
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RELIABILITY 


Complete Technical and Manufactur- 
ing Control over every factory opera- 
tion—the use of modern and up to date 
equipment—numerous' visual inspec- 
tions—the testing of every valve under 
Hydraulic Pressure—are your own and 
your customers’ insurance that O-B 
Valves will stand up in service. 


the Ohio (R) Brass co 


Mansfield, “7 Ohio,US.A. 


NEW YORK, 50 Church Street PHILADELPHIA, 1404 Packard Bldg. CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO., Pacific Coast Agents San Francisco Portiand Seattle Los Angeles 
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That Hoist Remains in Stock Just Long 
Enough to Hang the “Sold” Sign on It 


and the reasons are perfectly obvious; just being an ordinary, real good 
hoist would never have caused the heavy, steady, growing demand all over 
the country for this particular hoist—its exclusive features have been the 
cause; look them over. 


Ball Bearing Spindle increases efficiency and ease of operation. Reduces 
wear at most vital points. 

New Process Chain gives an overload factor equal several times rated capac 
ity. Increases life of hoist for ordinary service 100%. 

Steel Safety Straps an added precaution to care for extremely heavy over 
loads. 

Tube Oiling System insures oiling at vital points 

Improved Ball Bearing 

Detachable Coupling 

Absolute freedom of lower hook. Gain 

of two or four inches in minimum dis 

tance between hooks. Enables quick 

installation of new load chain. 





IMPROVED 
FTHGH SPEED 


All These Features are 
Exclusive [m “ia ents 


of ‘the 


a Reawr 


Lisbon, 0. 
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The “Lemley” 


Ball Bearing Loose Pulley 
does away with trouble, 
delay, expense 





HE grief caused by ordinary loose pulleys has 

created a demand for one which will eliminate 
all loose pulley troubles. The “Lemley” Ball Bear- 
ing Loose Pulley is the result of intensive study of 
loose pulleys, their troubles, and the remedies. It 
gives excellent results. 





There are no cups or other loose parts to carry the 
ball races, assuring permanent alignment and true 
running. The ball races fit snugly in their places 
and cannot wear the shaft, as the only motion is 
within the bearings themselves. The hub is bored 
when the pulley face is turned, insuring that all 


Mill Supply Dealers: parts are true with each other. 

Send for Catalogue ie. ys “Lemley” Ball Bearing Loose Pulleys are furnished 
" »s Pulleys,” ich con- “ — ° er" 
seg ‘tea Or useful pon either individually, or with the “Lemley” Friction 


on all types of pulleys, com- Clutch, equally noted for its efficiency. 
pletely illustrated. 


The Jones line of Power - 
a ea W. A. Jones Foundry & Machine Co. 


sales helps, offers an unusual 4411 West Roosevelt Road, Chicago, Illinois 
opportunity for profits. BRANCHES 


Ask for details of our 


‘ } New York Pittsburgh Cleveland 
special proposition. Church and Murray Sts. Union Trust Bldg. 226 Superior Ave., N. W. 
Buffalo Milwaukee Detroit 
45 Pearl Street 425 East Water Street 137 E. Woodbridge St. 


es 


ing Machinery 
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Keeping Caster Axles Clear 















The steel shaft bearings revolve over a circular 
path and are kept in uniform position by a steel 
separator. Careful arrangement of steel hood 
conceals the bearings from dust. Extra heavy 
steel axles and horn. 


v v v 


Send for Catalog 102M giving 
full specifications and prices. 
THE BASSICK COMPANY 
Bridgeport, Conn. 

For thirty years the leading makers of 


high grade casters for the home, of- 
fice, hospital, warehouse and factory. 


ORE of your customers should be using 

thread guard truck casters. This type of 
caster is especially adapted for use in textile 
mills, shoe factories, laundries and in other 
plants where threads, lint, cloth and scraps of 
material litter the floors. 


The thread guard device keeps the axles free. 
On Bassick casters these guards are steel discs 
riveted solid between the horn and the spanner 
bushing on both sides of the wheel. 


Bassick casters are made of heavy gauge 
steel. They are stronger and much lighter than 
corresponding sizes of iron casters. The thread 
guard casters are made both in stationary and 
swivel types, with iron wheels. Other styles 
with rubber or canvas cushion wheels. 
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Bassick 


J.S. PAT. OFF. 


Steel Truck 
Casters 
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(Broadcasted by Station CTDCO) 


Pittsburgh, Nov. 6—Returns from the largest industrial states 
indicate that Cle-Forge High Speed Drills have been elected 
to do their drilling jobs on a platform of greater production 
and less breakage. 








Birmingham, Nov. 6—By midnight, reports from many factory 
centers conceded the fact that the great strength of Cle-Forge 
High Speed Drills lay in the oversize shank. 





Chicago, Nov. 6—Dispatches from points west show that endur- 
ance and speed were the outstanding qualities which chiefly 
contributed to the success of Cle-Forge High Speed Drills. 


Cleveland, O., Nov. 6—Final and complete returns indicate 
that Cle-Forge High Speed Drills have been overwhelmingly 
elected, outstripping all rivals by drilling through cast iron 
at the extraordinary rate of 1 16inches per minute,and through 
machinery steel at the rate of 50 inches per minute—thus 
establishing a new world’s record. 


TWIST DRILL 
COMPANY 


CLEVELAND 
NEW YORK: CHICAGO: LONDON 


The 





TRADE MARK REG U S PAT OFF ANDO FOREIGN COUNTRIES 


Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; ‘‘Mezzo’’ Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; “‘ Peerless’’ High Speed Reamers; 
“Paradox” Adjustable Reamers; “‘Quick-Set’’? Reamers; Chucking Reamers 
for Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; and the 
“Ezy-Out” Screw Extractor. 
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Yours 
for the Asking— 
This attractive Display Board 


It completely charts in a simple way the styles 
and sizes of Bristol’s Patent Steel Belt Lacing 
together with the kind and size of belt for 
which they are best adapted. 


Easier to refer to than bulletins, which are so 
often misplaced. 


With this material before your salesmen and 
stockmen you will be able to render real serv- 
ice to your customers 


This Sample Board will be sent at your request 
without charge or obligation on your part. 
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THE BRISTOL COMPANY 
Waterbury, Conn. 














How do you feel about it? 


When product is copied by competitors, 11 
is an admission that they cannot better it. Isn't that 
so?’ And that is a pretty sincere compliment, afte 


Vvour 





ill. 

When vou investigate an article, and its competi 
tors compliment that article, the logical conclusion 
to draw 1s that it must be good! 


That’s the way we feel about | 





Swivel 


| | 
Truck Casters | 


Ir v 


1 
vo that a 


instance, users Of Bond Casters knew lone 


Dolte 


taken apart, is a great convenience, and they know, 
Loo, that the other features of these casters make 
them as nearly break proof, fool proof and service 


able as it is possible to manutacture truck casters. 
They know that when a decided improvement is | 
made, it will be found first in Bond Casters. 


A sectional view showing the construction of 


the Bond Double Ball Race Swivel Truck Caster. 
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BOND FOUNDRY & MACHINE CO. 
Manheim, 


Lancaster County, Penna. 
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The New Era in Belt Buying 


In the old days when a mill or fac- 
tory needed a new belt the order 
was given to the nearest dealer or 
tanner. In those days “belts were 
belts.” 


Today things are different. The old 
“rule o’ thumb” has given way to a 
more scientific and intelligent prac- 
tice. The modern belt buyer laughs 
at the old theory that “one belt is as 
goed as another.” 


It is still just as difficult to judge a 
belt by looking at it. Today reliance 
is placed on the NAME of the man- 
ufacturer. And this confidence is 
placed in the name simply because 
belts sold by that manufacturer over 
a long period of years have proved 
that the name stands for long, un- 
interrupted service—more value per 
dollar spent. 


“It’s a Schieren”’ 


The name “Schieren” is one of those 
in which modern belt buvers have 
complete confidence. This name 
stamped ona belt justifies the buyer 
in expecting what his eyes cannot 
see—real VALUE. Our series of 
“Quality Facts About Belting” will 
convince you that you do get real 
VALUE when vou buy “Schieren”’ 
beltings. Write for it. 


Main Office and Factory 
12 Ferry St., New York 


Tanneries: 


Bristol, Tenn. 


Distributing Branches and Dealers in ttl Leading 


Cities 
Throughout the World 


DUXBAK 
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Thermo-Gandy Belt 


Heat and moisture resisting, because 
treated with a heavy, asphaltic oil. Unu- 
sually tough. A splendid conveyor where 
the foods are not in direct contact with 
the belt. Color: black, with green edge. 


Regular Gandy 


For general use, in and out of doors; as a 
drive, conveyor, or elevator. Resists 
atmospheric changes, and if given a liberal 
treatment of Gandy Belt Dressing every 
six months, will last for years. Color: 
Red with green edge. 


Gandy Wax-Impregnated 


Picking and conveying are the money- 
saving uses for this belt. Tough, rugged, 
long lasting; the creamy white color of 
the wax impregnation supplies an ideal 
back-ground to aid the pickers. Abso- 
lutely clean and easily kept so with a 
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Gandy Plain White 


If a belt is required free from all oil, paint 
or wax, this belt will fill the bill. It is 
identical in construction with the other 
belts, but receives no treatment. It is 
much heavier in body than a solid woven 
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belt of equal ply, and consequently will 
wear much longer. 
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A New Market for You! 


A vigorous campaign is being conducted in the 


.) 
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canning and preserving industry by the Gandy 
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Belting Company. Line Up with the Gandy Line! 


is Matedigoed Quality THE GANDY BELTING CO. 


Lighter Duck 





757 W. PRATT STREET - BALTIMORE, MARYLAND 














| STEAM +: WATER WEATHER RESISTING BELTS 
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Commonwealth Steel Devices are 
Standard on Leading Railroads 


Di prercceniesniig eng open hearth cast steel devices 
represent the highest art of the foundryman and 
the foremost skill of experience in mechanical design. 
Here again you will find the quality of Whitman and 
Barnes drills and reamers—their record for long life 
and economy has made them important factors in the 
manufacturing processes of this prominent company. 
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Europes’ first all steel sleeping car built on Commonwealth frames 
combining the Commonwealth Double Body Bolster and platform 
and four-wheel Trucks. 


Commonwealth Steel Co. 


of St. Louis, Mo. 


The largest manufacturer of open hearth 
cast steel railroad devices in the world, 
with their vast experience in building 
important parts for passenger cars for 
practically all the leading railroads of 
the country, have just had the honor of 
shipping forty of their under frames and 
four-wheel trucks to the Leeds Forge 
Company of Leeds, England. 




















SetT Beithe, deliting bundec Get Whitman & Barnes drills were selected 
holes 1%" deep in unannealed 


cital af Mianieds Gampernties Beis by Commonwealth, as the result of 
_R.R. 


for N. Y.,N.H. & 





previous experience, for the hard and 
exacting drilling involved in filling this 
contract and are used in production 
of other Commonwealth products. 


This is another outstanding example of 

the international leaders who from 

experience have found that Whitman 

& Barnes drills and reamers possess 

aaa a great strength, exceptional accuracy 
ercules 1,16 inch Drills, e eqs 

drilling unannealed steel of Com: and remarkable cutting ability. 


monwealth end sill casting for 
Union Pacific Diner. 

















W. & B. WAREHOUSES: 
99 Chambers St., New York City 565 W. Washington St., Chicago, III. 
For complete list of distributors, see MacRae’s Blue Book 


Whitman & Barnes 


AKRON. OHIO 
TWIST DRILLS AND £ERS 


Photagraphs courtesy of Commonwealth Steel Co. 




















A Popular Assortment 
of Cored and @ggggmm) Solid Bars 


HE mill supplies jobber who ' The Bunting Bronze Bar Shop Assortment 
™ : PP J Contains One Each of the Following Bars: 
has Bunting’s Bronze Bar in. outside diameter by 12 in. length 
Bic : naive solid. 
Shop Assortment in stock 4 in. outside diameter by 1!%4 in. inside 
has practically every size for diameter by 12 in. length. 
: 7 ~ ¥ in. outside diameter by | in. inside 
which there is demand, and a fast diameter by 12 in. length. 
» in. outside diameter by 1! in. inside 


selling specialty that makes the = 4 


diameter by 12 in. length. 
bearing metal department earn a in. outside diameter by 1!%5 in. inside 
| diameter by 12 in. length. 
real profit. All bars are made Allow one-eighth inch inside diameter and 
: : outside diameter for finishing. 
from genuine Bunting Phosphor ea aay pees Oe 
= | re five bars are packaged in a strong 
Bronze. There is none ketter. | wooden box with hinged cover which al 
ways aflords a convenient container for 
unused stock. List 9 shows stock sizes 
of Bunting Cored and Solid Bars always 
ready to ship Sent on request. 














THE BUNTING BRASS & BRONZE CO. 


TOLEDO, OHIO 
Branches and Warehouses at 
NEW YORK CLEVELAND CHICAGO PHILADELPHIA SAN FRANCISCO BOSTON 
245 West 54th St 710 St. Clair Ave. N. E 722 S. Michigan Ave. 1330 Arch St 198 Second St 36 Oliver St. 
Circle 0844 Main 5991 Wabash 9153 Spruce 5296 Douglas 6245 Main 8488 
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DETROIT 
BELT CUTTER asi |; 


Only with the ends of the belt perfectly 
true can you get the best results from lac- 
ing. It is impossible for a belt to run true 
and give the best service if it is laced on an 
angle regardless of how small a degree out 
of line the lacing may be. 





Detroit Belt Cutter squares your belt with 
perfect accuracy, does it easily and quickly, 
saves you time, belts and money, and in- 
sures the best of service from the joint. 


Detroit Belt Cutter is absolutely safe. The 
blade may be raised to a vertical position, 
just push the handle back, the blade fol- 
lows. No screws to loosen, no catches. A 
safety guard covers the blade, making it 
impossible to cut hands or nick belts. Knife 
can be dropped from an upright position 
and will not cut until power is applied by 
lever. 








The belt is easily put under the knife be- 
cause Detroit Belt Cutter’s knife-arm lifts 
up as shown in illustration so that the belt 
is placed in position from the side without 
threading it under the knife and without 
being bothered with any catches to un- 
fasten or any make-shifts. 


Detroit Belt Cutter was designed to be the 
best machine on the market for its purpose. 
We have never known a user of this 
machine who did not claim it to be the 
best and no user would be without it when 
its many advantages and savings are dem- 
onstrated. 





DETROIT BELT LAC 















DETROIT 
protherto BELT LACING 





Detroit Staggered Grip Wire Hook 
Belt Lacing is put up in 12” sec- 
tions. Hooks do not come loose 
with handling. Sections cut to any 
length without waste— 


‘The Lastingest Lace”’ 
Write for Folder 


ER CO., DETROIT, 











Sales Representatives 


New York, 16 Hudson St 

West Haven, Conn., 78 Prospect St. 
Philadelphia, 54 N. 13th St. 
\tlanta, Hurt Bldg. 

Cleveland, 1200 W. 9th St 
Cincinnati, 62 Plum St. 
Indianapolis, State Life Bldg. 
Chicago, 549 Washington Blvd 
St. Louis, 920 7th St. 

St. Paul, 739 Pillsbury Ave 
Seattle, Maritime Bldg. 

San Francisco, 58 Minna St. 


MICH. 
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A factory manager may buy 
his first Comber belt on rec- 
ommendation, or after dissat- 
isfaction with other belting, 
but his second order is the 
result of genuine satisfaction. 
We are interested in the re- 
peat orders and every roll of 
Comber Belting has repeat 
order quality in it. 
Write us. Your territory may be 
open. 








383; FayetteSt? Gabe 
Syracuse. NY» 
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Wickwire Gray Strand Wire Rope 


The Mill Supply Dealer who carries Wickwire Gray Strand Wire | 
Rope knows that he is offering his trade the very best wire rope he can ob- 
tain. 








There is a Wickwire Wire Rope of every grade—for every purpose. 
It is made of the best quality steel manufactured from ore from Wickwire 
mines, and every step in the processes of manufacture is carried on in our 
own factories. 


Iron, Crucible Cast Steel, Extra Strong Crucible Cast Steel, Plow Steel 


and Gray Strand. All sizes and constructions. Send for complete catalog. 





Highest grades of Wickwire Rope 
can be identified by the Gray Strand 











WICKWIRE SPENCER STEEL CORPORATION 
General Offices 


41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Detroit Chicago 
San Francisco Los Angeles Seattle 
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Yale Protects 
the dealer 


Every dealer who sells a Yale Block or Trolley 
is protected. There’s only one ‘‘come-back’”’— 
repeat orders and more new business. 





And the close co-operation and service ren- 
dered by Yale district managers help the dealer 
develop his territory, arrange his stock and order 
the assortment of blocks and trolleys best suited 
to his prospective business. This is a Yale sell- 
ing service that brings the dealer greater turn- 
over and more profits. 





nee rent Neen SR 


Yale Blocks and Trolleys are tested and made 
strong enough to handle emergency loads. 


The line of steel suspension members from 
load-hook to I-Beam track, and the careful de- 
sign and construction resulting from years of 
hoist-building experience make the Yale Spur- 
Geared Block and Roller-Bearing Trolley the 
safest and most efficient equipment on the 
market. 


Yale Blocks and Trolleys are stocked by the 
leading dealers and are easy to sell because 
they are nationally known. 


Yale Material Handling Equipment in- 
cludes Spur-Geared, Screw-Geared and Dif- 
ferential Chain Blocks, Electric Hoists, I- 
Beam Trolleys, Overhead Crane Equipment 





‘ t and Electric Industria! Trucks, Tractors 
Chain Blocks } ror dis 


Electric Hoists + 
|-Beam Trolleys 


For 
Industrial Trucks | SA/Fts 


and Trailers. 











The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 


VALE MADE !S YALE MARKED 


YALE Hoistin «Conveying Systems | 
ee : ae 
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KESTER SOLDER 

















: ‘ 
Self-Fluxing a ee : , 
wc rceao Sanne The Complete Line of Office Equipment 
Inderwriters’ Laboratories Inspected e 
die ek eee ii Steel Shelving 
Requires Only Heat Modern steel construction 
Strength—combines strength with light 
weight. 

Durability —Fispratre jot ree 
” ee Installed or rearranged 
Simplicity — easily and quickly, with 

ordinary tools. 

Adaptability —2;rrscito store on , 


10% to 30% greater 

° stora capacity. 
Economical — M si or al te cad 
without depreciation. 

Shelving, Files, Desks, Transfer Cases, Safes, J 
Counter-heights, Sectional Cases, Accessories and Supplies 

THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 




















For Safety’s Sake 


EPAIRING safety goggles with 
Kester Solder is safe practice be- 
cause Kester is a safe solder. 


The scientific non-corrosive flux con- 
tained in tiny pockets inside itself, is 
Underwriters’ Laboratories inspected. 
This flux flows to the job according to 
the amount of solder used, no sur- 
plus remaining after the job is finished. 
Use Kester anywhere and make cer- 
tain your finished job will last. 





That feature is important in this field, 
where solder is called upon for vari- 
ous classes of work. Whenever there’s 
need for a safe solder and flux, use 
Kester — it combines both and requires 
only heat. 





= 





Kester Acid-Core Solder for general use in 1 Ib. cartons; 1, 
5 and 10 lb. spools. Small package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 


= - J] 





* 





af Manufactured by the 

CHICAGO SOLDER COMPANY 

4215 Wrightwood Ave. 
CHICAGO, U.S.A. 
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_ SKAYEF REEPLAcE BOX — 


¥ 


© Designed to 
meet conditions 
where it may be 


impractical to 
remove present 
hanger frames 







Fits regular hanger frames of corresponding size 


OEo cy Neate a aaa 


—— 
. 


It is securely clamped to shaft by means of taper adapter sleeves and 
lock nuts—No play between shaft and sleeves. 


tr 


It takes care of shaft contraction and expansion. 
It requires no bearing adjustment. 
It keeps dirt out and lubricant in. 


Wi fe 


It possesses the maximum in flexibility and adaptability though it is not 
self-aligning. 


HE Skayef Self-Aligning Ball Bearing Hanger illustrated below has been used in 

numerous industries in practically every country throughout the world and has 
achieved undisputed supremacy by over fourteen years of satisfactory service. It is 
the only ball bearing hanger which possesses within the bearing itself, the true self- 
aligning feature. 





Made Under 


oKEF 


Supervision 


THE SKAYEF BALL BEARING COMPANY . . - . 165 Broadway, New York City 
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PICKERING PRODUCTS 


Are Universally Recognized as the Standard for Re- 
liability, Durability and Continued Efficiency. 


The Governor needs no introduction because of 
over 60 years’ marketing and Oil Pump—shown at 
right—is growing to equal prominence by the serv- 
ice it is giving as a a iaaleeal Steam Engine Cyl- 
inder lubricator. 


Those not handling these two items are losing 
sales and should write 


THE PICKERING GOVERNOR CO. 


CLASS A GOVERNOR PORTLAND, CONN. SINGLE FEED OIL PUMP 














Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 6496 Phone: Monroe 5356 and 5357 






































‘6 ” 
mil Hill Clutch NU 
= Mill Equipment” = 
= — 
Z ; All Wiping Cloths May 
- Years of Service at Full Efficiency — ' 
z NOT THE FIRST COST. E Look Alike —But— 
= io the Gominent thought in the = The real difference is the degree of safety 
; “INDUSTRIAL TYPE” to the user. 
AR SPEED TRANSFORMER As you know, wiping cloths 
are made from cotton cloth- 
A nest of plain spur ing, which has been opened 
gears revolving in oil = and freed from all buttons 
changes the revolution per = and fasteners. The distinct- 
minute of the input shaft ; tive feature of BLUE 
to some desired revolutions = GRASS Sanitary Wipers is 
per minute of the output = the rigid process of wash- 
shaft. The power transmit = ing, disinfecting and steri- 
ted is the same in both = lizing through which they 
shafts. The efficiency is = are put. They come out 
higher than any other form = clean, soft and_ sterile — 
of gearing. = ideal material for wiping, 
a 2 = polishing and packing pur- 
It is the “shortcut” from = poses. 
motor to machine or from = 
on : shaft to shaft where speeds = 
Pcs goa are widely different. It = PROFITABLE DEALER LINE 
“pee ransformer eliminates cumbersome = ; nee : 
Low Speed Drive speed changing devices and = DISTRIBUTORS WANTED—Write at once for 
saves power losses. = special arrangement with jobbers. Frequent 
= turnover and liberal arrangement make BLUE 
= GRASS Brand Wipers a profitable line for mill 
THE HILL CLUTCH MACHINE & = supply distributors and hardware dealers. 
FOUNDRY CO. = Louisville Sanitary Wipers Co., Inc. 
= General Office and Works New York Sales Office = Manufacturers 
: igiglineal slain Louisville, Kentucky 
Sw nn i 
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A Hard Job Well Done 


HE illustration above shows a Dumore Six styles and sizes—with individual speed ranges 

grinder in an unusual set-up on a milling provide a grinder with the correct cutting 

machine, grinding a large ring-die. It is just speed for any grinding need. Dynamic balance 

7 another indication of the wide range of uses to and smooth operation of Dumore grinder motors 
which these precision tools may be applied. But eliminates vibration. Ability to operate on alter- 


nating or direct current assures 100°, utility even 
in shops supplied with two varieties of power cur- 
rent. Portable, they save the cost of tearing 
down expensive set-ups. 


could any greater tribute to the efficiency and 
adaptability of Dumore grinders possibly be 
given? What more convincing proof is needed 
to their ability to do hard jobs—and do them 
well? If you would avoid the menace of over-stocking 
if you are seeking a line of proven products 


Perhaps your customers have no giant ring-die that turn over fast—if you would dodge profit- 


grinding jobs to worry about. But if they make eating service expense, then the Dumore grinder 
jigs, dies, gages and other hardened tools—simple line is the complete answer. The coupon below 
or intricate—they, like thousands of other users, will bring you full details of our liberal jobbers’ 
can employ Dumore grinders to advantage. agreement. Start it on its way home today! 


Wisconsin Electric Company, 46 Sixteenth Street, Racine, Wisconsin 








Seven interchangeable spindles and pulleys, 
and a speed range of 3600 to 50,000 r.p.m., per- 
mits the use of Dumore No. 3 Grinders on pro- 
duction as well as tool room work. Motor swiv- 
els to five angles, giving spindles easy access to 
difficult grinding positions. Grinder may be 
turned, end for end, as shank isin center of slide 


Wisconsin Electric Co., 
46 Sixteenth St., Racine, Wis. 


Quote jobbers’ discounts and give complete details 
of Dumore jobbers’ agreement. 





' 
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, : . POON 565 casvereiens er iat tata 
and swivels as well as pivots. Complete equip- 
ment includes set of twelve grinding wheels, six IIE oo? nici eps gicosak ecatslardce becaian teres aac 
indl ll bel 4 1 No.3 
spindles, seven pulleys, belt, attachment plug . 
and cord. a City eee ie State 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 





\ 
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Inserted Tooth Circular Saws, Teeth & Holders; 
for light, medium and heavy mills. 





Band Saws, Narrow and Wide, made from 
Silver Steel’? in widths of % in. to 18 in. Solid Tooth Circular Saws for saw and planing 
mills, woodworking and furniture factories. 


E.C.ATRINS & CO. INDIANAPOLIS, IND, 








Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





Kwik-Kut Metal Cutting Hack Saw Machines, 





Meta! Band Saw Machine for cuttin ll kind f AAA Non-Breakable Hack Saw Blades for belt or motor driven; capacity up to 8 by 8 in. 
metal; can be driven by belt or Capacity hand frames; can be twisted and abused but More economical than Circular Metal Cutting 
any size up to 12 in. by it will not break in work. Send for sample. Saws 





Send us your inquiries for Saws of all kinds, Saw Tools and Saw 
Mill Supplies. Manufacturers of Acrolite and Ferrolite Grind- 
ing Wheels for Saws, Knives, Tools, Iron, Brass, Copper and 
other metals. Distributors of Cantol Belt Wax in paste, bar, 
stick and liquid form. Write nearest point below for complete 





catalog No. 19 just off the press : 
Acrolite Wheels for Saws, Ferrolite Wheels for Iron, 
Knives and Tools. Brass, Copper, etc. 








( a | a ' y 
= nig = \ } j 
BELT WAX e. & 
waTERPROOF __o1LPRoOF \ || = 


Stops Belts from Slipping 





Hack Saw Frames Machine Knives for Every Purpose 


‘‘A Perfect Saw For Every Purpose’”’ 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
. 7 . 
Home Office and Factory Indianapolis, Indiana 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities 
Atlanta Memphis New Orleans Portland Seattle Sydney, N. S. W. 
Chicago Minneapolis New York San Francisco Paris, France Vancouver, B. C. 
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Established 1879 


In this large plant Medart makes everything in line shaft- 
ing equipment—turned and polished steel shafting, coup- 
lings, hangers, bearings, friction clutches, five types of 
pulleys, gearing and kindred appliances. 


Because it possesses (1) large starting 
capacity and (2) great mechanical stability, 
Medart V-Groove Friction Clutches are 
ideal for general transmission work. By 
their use, judiciously placed, line shafting 
equipment can be so divided into units that 
easy and quick control of the various depart- 
ments is accomplished with resultant money- 
saving, convenience and safety benefits. 


Medart Clutches possess these fundamental 
advantages—simplicity of construction, ease 
of adjustment and positive action. No 


Besides clutches, Medart makes a complete line 
of Power Transmission Equipment. Concentrate 
your purchases and fill all your transmission re- 
quirements, through Medart Catalog 43, with 


Offices in Chicago, Philodelphia, Pittsburgh 


and New 





The Clutch That Clutches! 


Springs, Cams or intricate apparatus are 
employed. Supplied either solid or split 
construction, as desired, the Medart can be 
used either as a clutch cut-off coupling or 
as a clutch integral with a pulley, gear, 
sheave or sprocket—so that either a depart- 
ment, a line shaft, a countershaft, or a ma- 
chine may be placed under separate control. 
The thouands of Medart Clutches in use give 
testimony to their splendid utility and satis- 
factoriness. Ask for Booklet “The Clutch 
That Clutches”, and specify Medart on your 
next Friction Clutch order. 


> MEDART- Everything in Line Shafting Equipment 


discount sheet. This affords a _ simple, direct 
method of economical buying. Engineer’s esti- 


matés furnished on your specifications without 
obligation. 


THE MEDART COMPANY 
Formerly Medart Patent Pulley Co. 
General Offices and Works, St. 


Louis, U. S. A. 


York. Office in Cincinnati. 


and Warehouse 
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THE 


RIECHMAN-CROSBY 


Machinery, Mill 


al 


Electrical Supplies 


CATALOGUE No. 5 


















































MEMPHIS, TENN. 


One of the Most Comprehensive Supply Catalogues in the United 
States. It was built on the Donnelley Unit Selection Plan. 











| IT IS MUCH BETTER TO SECURE THE BES] 


























































[0 INCREASE YOUR TURNOVER 
WITHOUT INCREASING YOUR ORGANIZATION 











Under existing conditions your profits are very largely determined by your cost of 
selling. 


Your salesmen have been working hard and have been getting orders. But so long 
as it costs you from $3.00 to $5.00 for each call that your salesmen make throughout 
your territory, it is of the greatest importance to you to station an up-to-the-minute 
“printed salesman” at the elbow of each buyer in your territory to work for you 
between your road men’s calls. 


A new general catalogue will say to every buyer in vour territory : 


“This general catalogue is the next thing to calling at our store personally. 
Here are the goods you need, with the information that you need about 
them as to sizes, finishes, ete. 


“The most important commodity that you can secure from a jobber of mill 
supplies is SERVICE, and we furnish you this catalogue as a means of 
rendering vou the greatest service between our salesmen’s calls.” 


Such a catalogue will put new life into your sales-—and enthusiasm into your 
salesmen. It will strengthen your position with the buyers in your territory, and 
will do more than any other possible ageney in increasing your mail orders—the 
most profitable orders you receive because they cost the least to sell. 


Under the Donnelley Unit Selection Plan you can issue the finest of catalogues 
“built to your measure” as regards selection of goods, more rapidly, more 
efficiently, more easily and more economically, all things considered, than you can 
issue a catalogue of similar quality in any other way. 


But it will not be possible for you to wait until Spring and then get a new catalogue 
“off the shelf”. 

\s this issue goes to press, 64 general supply catalogues are already in course of 
compilation in this department for the coming season for jobbers of mill supplies, 
machinists’ supplies, plumbing supplies, electrical supplies, ete. And aore than 75 
per cent of these are repeat orders, trom jobbers who know of the Donnelley 
service from their own experience. 


One of the members of this department will be glad to go over your requirements 
in detail with you by appointment without obligation. 


Jobbers’ Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 


731 Plymouth Court Chicago 


BESJATALOGUE SERVICE THAN TO WISH YOU HAD 
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TRIED AND PROVEN 


Over twenty years of satisfactory service have established the reputation of Buckeye 
Bronzes in all parts of the world. We believe in giving our customers what they want 
and when they want it. 

An attractive proposition is open to Mill Supply Jobbers who desire to be judged by 
the quality of the products they handle. 


CKEYE FySpeed 





B mittee Built Bearing Bronze Bars 
By SOLID 





STOCK SERVICE—AIll ro. and solid bars, 12” long. 
OUR GUARANTEE—Every bar must machine right or we make it right. 
SALES HELP—Our missionary salesman is at your disposal. 

Send for our Code, Size and Weight chart. 


THE BUCKEYE BRASS & MFG. CO.., Bronzesmiths Since 1900. CLEVELAND, O. 


The Home of Quality Bronzes 











NAMCO Screws and Nuts 


Cap Screws, U.S.S. & S.A.E. S.A. E. Milled Nuts 


Plain or Castellated 





Set Screws, U.S.S. rt 
Milled or Upset —s Milled Brass Nuts 
= 
ms 
—From = ? me 
Stock— = rompt 

—?* Shipment— 
— ‘ 
= 
— 





Give your customers what they want—accurate fit, uniformity and fine finish. 


You can get prompt shipments on NAMCO Screws and Nuts, widely known for 
uniformly accurate fit and fine finish—and at no extra cost. 


Let NAMCO fill your next order. 


The National Acme Co., Cleveland, O. 


NEW YORK — CHICAGO — DETROIT 
Hughson & Merton, Inc., San Francisco, Cal. 
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Caldwell Conveying and Power 
Transmission Machinery 


Known Everywhere A | 
























Caldwell equipment is playing a big 
part in the successful operation of 
factories throughout the country. 


Since 1875 Caldwell has held strictly 
to the basic principle of its founders, 
“Quality with Prompt Service.” 


Make Caldwell products a part of 
your regular stock. They will extend 
your markets to every industry. 





Send for Catalog MS-15 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 





Chicago 1700 S. Western Avenue 
New York Woolworth Building 
Dallas 810 Main Street 


Link-Belt Company Offices in Principal Cities 
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JOBBERS of 
Mill Supplies 
Machinery 
Plumbing 


Hardware 








Automotive 
Equipment 





If interested in an up-to-date, standard size 
7'4x1058-inch catalog showing exclusively your 
stock at a reasonable price—write us for our 


CATALOG SERVICE BULLETIN 


outlining to you completely our system for com- 
piling and printing your catalog, including our 
system for keeping same constantly up-to-date. 
This service relieves you of all details connected 
with such work, as it is complete and perfect. 


Cuneo-Henneberry Service Company 


455 West 22nd Street 
CHICAGO ILLINOIS 
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The Inside Story of 
Wood's Molybdenum Steel Shovels 


URING the last few years experi- 
mental Wood Shovels have been 
made up from virtually every alloy 


that has given any indication of being 
practical. 


Each experimental shovel had its 
good points, but none was entirely 
satisfactory. In order to get hardness 
in some, it was necessary to sacrifice 
some other quality. And to get tough- 
ness in others, hardness had to be 
sacrificed. Some wouldn't weld. And 
some wouldn't wear. There wasn't a 
shovel in the whole lot on which we 
were willing to put the Wood name. 


Then came Mo-/yb-den-um Steel. 


It seemed to offer just the qualities 
that were lacking in the other alloys. 
So we experimented exhaustively 
with it. 

At first it, too, presented many difh- 


culties. But finally we found a treat- 
ment whereby it made stronger 


b-den-um 


«=e The American Super Steel 









tougher, and consequently lighter 
shovels, than any steel we had ever 
worked with. 

Mo-/yb-den-um_ shovels, showing a 
Brinnell hardness number of 512, could 
be bent almost double and would then 
spring back to their normal shape with 
absolutely no injury. 

And shovels made of Mo-/yb-den-um 
could be absolutely guaranteed in lots 
of one dozen or a thousand dozen, for 
this new steel had a uniformity in 
quality that we had never found in 
any of the others. 

Mo-/yb-den-um met every test. A 
special process of our own gave us 
a weld that was as strong as the steel 
itself. And characteristic Wood care, 
and conscience in manufacture, guaran- 
teed finish, quality and good workman- 
ship in every detail. 

A special folder illustrating the 
shovels that you should use will be sent 
on request. Write for it today. 





Advertisers | mention Mu 











Shovels 








” 


The CHICAGO Line 


Power Transmitting Appliances | 


Every Appliance Necessary to Transmit Power 











Chicago Line Hangers 


IRON AND STEEL 
Lineshaft and Countershaft Types 


Generously Babbitted Great Strength 
Pleasing Designs 


Cast Iron Hanger 


Marvel Steel Hanger 


‘“‘The Chicago Line”’ Ball Bearing Hanger Box 








DESIGNED TO FIT ANY HANGER FRAME IN GENERAL USE 
Simple in Construction—Easily Installed 


Send for Dealer's Proposition—It will interest you. 


: Chicago Pulley & Shafting Co. 


Main Office: Factory: 
17 N. Desplaines St. Menomonee Falls, 
Chicago, Ill. Wisconsin 
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A VALUABLE BULLETIN 


for all who use Butt-weld Pipe 
(sizes, %-inch to 33-inch) 


This Bulletin is of especial value to those interested in an all-around 
more durable pipe for use about the plant and around the mine. 
Use the Coupon for your copy of this Bulletin. 





NATIONAL TUBE COMPANY Strick ‘Suitoinc” PITTSBURGH, PA. 
Please send Bulletin No. 7-"NATIONAL' Welding SCALE FREE Pipe to 





Name 
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IN STOCK 
IMMEDIATE 
SHIPMENT 


The Ohio Valley Pulley Works 
Incorporated 


Maysville Ky. U.S. A. 

















Unequaled for Service 
POWELL IRON BODY VALVES 


fron Body, Bronze Mounted Iron Body, Bronze Mounted 
“renew Valves, “Piet” Cate Valves. 
Wor king steam = Pressure Working Steam Pressure 
150) tbs. or Extra Heavy 25 
for 250 Ibs. — Tae 
Sizes: -in. to 3-in. Disc sizes: '4-in, to 3-in. Dou 
and Seat Rings of “Pow ble Wedge  Dises. Taper 
elliom = Niekel". seats. 

specify “Powell Valves” 





on Your Next Requisition 
to Your Jobber or Dealer. 


THE A Wm. POWELL Co. 





Te (DEPENDABLE ENGINEERING SPECIALTIES. 





CINCINNATI,O. 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL 
JOBBERS AND MANUFACTURERS OF MILL, 


FOUNDED IN 1910 BY 



























DEVOTED TO THE INTERESTS OF THE 
STEAM, MINE AWD MACHINERY SUPPLIES 
ELMER CRAWFORD 
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THE HIGH COST OF LIVING 

The favorite indoor sports in the United States 
today consist of kickfests over the high cost of liv- 
ing and the enforcement or non-enforcement of our 
prohibition laws. The first is even more popular 
than the latter, because it fits everyone, while the 
latter is only effective as a penalty against the con 
sumer of alcoholic beverages. 

That being the the high cost of living de 
servedly takes its place in the center of the stage 
as of paramount interest to all classes, regardless of 
age, color or previous conditions of servitude. 
Broadly, income must be the final measure of expen- 
diture, and so measured the people in this country 
are sitting in the sun, on top of the world, the 
envy ot all other nationals. We are prosperous be- 
yond comparison, because the greatest earners and 
spenders, with unemployment nationally not 
rious factor. The latter is of the greatest import- 
ance, because the idle man cuts his expenditures, 
and thereby soon puts others out of employment, 
starting an endless chain of idlers. Fine crops at 
home and advancing prices on all farm products are 
wonderful aids in stimulating business, but the real 
hase of our prosperity today is the high rate we are 
paying to every form of labor, resulting in a pur- 


case, 


a se 


chasing power that makes us the greatest consuming 
country on earth. Workers are now buying freely 
of a thousand articles that a few years ago were 
luxuries beyond their means, and the only class to 
suffer is the relatively few non-producers living on 
pensions or invested capital. 

From the American point of view there is only 
one way to protect our people from the evil effects 
of having dumped on our shores farm products, raw 
materials and manufactured goods produced in coun- 
tries where wage scales are definitely lower than 
our own. That way is to place a tariff charge against 
them high enough to equalize and thus wipe out 
their advantages resulting from lower productive 
costs. As a controversial point, it is conceded some 
of our tariffs may be too high, and may have to be 
graded downward, but the fact remains that much 
of our prosperity is based on a protective tariff, and 
that means free trade, or a tariff for revenue only, 
is not for us. But even at that, as is pointed out by 
William R. Green, chairman of the Ways and Means 
Committee of the House of Representatives, we now 
have the lowest protective tariff ever known, with 
more than one-half of all our imports coming in 
duty free. 

We are not willing to place our workers on a plane 
of living existing in any other country. So, while it 
is somewhat of a mental strain to put up with twelve 
dollars a day bricklayers and window washers, and 
fourteen dollar plasterers, it still seems to work out 
all right, unless they continue to skyrocket wages 
until they lift themselves out of a job by making it 
impossible to build anything but banks and moving 
picture palaces. 





GET OUT THE NOVEMBER VOTE 

Business men generally, with splendid backing 
from both producers and distributors of industrial 
supplies, seem determined that the presidential elec- 
tion this year shall truly express the desires of a ma- 
jority of the voters, if it is possible to push the usual 
crowd of stay-at-homes to the polis. It was a dis- 
vrace to the American people to have the record of 
the vote in 1920 prove that out of a total of 54,189,- 
515 eligible voters, but 26,632,614 exercised the fran- 
chise. The case was still further aggravated by the 
fact that a large proportion of these negligent citi- 


zens were found among the better educated and 























better behaved citizens. The crooks and the igno- 
rant, the former ruled by self interest, and the latter 
by ward and precinct bosses, can always be counted 
on to cast their ballots. 

This year there was a united effort, strictly non- 
partisan, to see that both sexes and all classes regis- 
tered, and an energetic move is now being made to 
see that they vote. Regardless of what individual 
or party you favor this year, cast your ballot. Let 
every red-blooded American constitute himself or 
herself a committee of one to see that members of 
the family, office associates and all acquaintances 
go to the polls. The election this year is of vital 
importance, and should not be allowed to go prac- 
tically by default as a result of the inertia of a ma- 
jority of our voters. 

Within a few days after this issue of MILL 
SUPPLIES is in the hands of subscribers, the presi- 
dential election, the last remaining obstacle in the 
path of a flourishing mill supply business, will be 
left behind. Regardless of presidential results, busi- 
ness must and will go on, and while no election is 
won until the votes are counted, we have faith in the 
ability of the American public to throttle any at- 
tempts to turn this country inside out. 

At the beginning of this year, there were three 
main disturbing factors in the mill supply field, the 
first being the wide disparity in the value of farm 
products as compared with the prices of those com- 
modities which the farmers themselves had to buy, 
the second the unsettled conditions abroad, and the 
third the presidential year bugaboo. 

Within the last three months there has been a 
complete turn-around in the position of the farm- 
ers of this country. The laws of economics got in 
their work, and as a result the purchasing power of 
the farming communities has again assumed a 
strong position, which should last throughout the 
coming winter regardless of what results at the 
polls. 

The acceptance of the Dawes plan, and the com- 
pletion of the bankers’ plans for participating in 
the $200,000,000 loan to Germany under the terms 
of that agreement, bid fair to remove the second 
obstacle in the path to good business. 

So now there remains of the three only the presi- 
dential election. That obstacle, too, will be cleared, 
and regardless of the outcome, the industrial and 
commercial activities of this country will once more 
carry on. 





THE OTHER SIDE OF THE FENCE 

There has always been a certain lack of under- 
standing between some mill supply manufacturers 
and distributors which, in the humble opinion of a 
neutral observer, works to the disadvantage of both, 
but with more marked loss on the part of the distrib- 
utors. 

To illustrate the point in question, many concrete 
instances can be cited, but it seems sufficient to tell 
the substance of a‘conversation a few days ago with 
a representative of a manufacturer whose product is 





distinctly a mill supply item. 
resentative said: 

“Yes, we sell through the mill supply houses, ex- 
cept in some places where we feel obliged to go our- 
selves into the large consuming industries, where a 
technical knowledge of our product is required in or- 
der to sell the product. In such instances the distrib- 
utors aren’t any good for us. We can’t depend 
upon them to push our line. Then, too, we have had 
many experiences where the buyers in supply houses 
have pushed us so hard on the price proposition that 
we were forced to balk, with the result that they 
picked up some cheaper competitive goods. Invari- 
ably, though, these same houses were back nibbling 
at our hooks in five or six months, because the com- 
petitive lines were unable to keep up their end. When 
it comes to real dependable merchandising policies 
on the part of mill supply house buyers, we think 
they have a lot to learn. Too many of them hold 
out on the price proposition.” 

This is one version of the misunderstanding. An- 
other side of the case is that related in last month’s 
issue of MILL SUPPLIES by C. A. Ragland in an 
article dealing with one phase of the warehouse 
branch nuisance. Mr. Ragland’s contention is that 
distributors who are getting complete cooperation 
from manufacturers, should return like support to 
these manufacturers. 

It would seem a fair proposition to carry on a 
campaign for a complete “manufacturer policy” for 
the distributors who have so long been shouting for 
a complete “jobber policy” by the manufacturers. 


In substance this rep- 





DON’T PLAY A LOSING GAME 

Within the last month a mechanical rubber goods 
man was deploring what he believed was becoming 
a demoralized condition in his territory. Price cut- 
ting was so rampant in the chase for the elusive 
order that it was easily perplexing to a man trying 
to do business at a profit. 

A few days after hearing this man’s complaint, 
the sales manager for a large wholesale coal dealer 
was interrogated as to the present state of the coal 
business. He bewailed the existing conditions in the 
coal market. He said he had found prices being of- 
fered to customers which he knew were below the 
actual cost of getting the coal. 

Now mechanical rubber goods are closely allied 
with the mill supply field, while the coal business 
is a field apart, upon which many mill supply men 
probably look with envy, for certainly the general 
public has an idea that all coal dealers are barons in 
the money market. 

Yet it would appear that the same trading men- 
aces exist in the coal field as exist in the mill supply 
field, and a study of the problems of other Amer- 
ican industries indicates that there is an apparent 
parallel condition existing in all fields of merchan- 
dising activity. 

Certain it is that with competition keener than 
it has been for some time, large margins are out of 
the question. Even more certain, however, is the 
fact that no companies are long going to remain in 
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business if they continue to sell their goods and ser- 
vices at a loss. 

A prominent mill supply distributor recently re- 
marked that one of the big ailments of the business 
at the present time is that the field is oversold. He 
pointed out that not less than 60 mill supply sales- 
men traveled out of Memphis every year, and prob- 
ably twice as many out of New Orleans. In other 
words, there are too many salesmen out in the same 
territory—too much competition. 

This distributor may be right, but as he could 
not offer any practical-solution of this problem, it 
may perhaps be more constructive to consider the 
remarks made by one of the leading mill supply 
men of this country during a gathering a few months 
ago. He said that he had been talking with the sales 
manager of a nationally known manufacturer at a 
convention recently, and the sales manager im- 
pressed upon him the fact that distributors do not 
consistently work their territory close at home, and 
thus miss a lot of good bets. The mill supply man 
was so impressed that since the conversation he has 
been building up a list of hundreds of customers 
close to home who were being missed. He said that 
he had discovered that he had probably a thousand 
good prospects within a radius of twenty miles of 
his place of business, on whom his salesmen did not 
call regularly because they were “asleep at the 
switch.” 

This is the point which we would like mill supply 
distributors to consider. Are they wearing them- 
selves out driving hard for the class of business in 
which stiff competition keeps up the overhead and 
cuts out the profit, when they might be exerting that 
same energy in building up a patronage among pros- 
pects who are interested more in quality of service 
than in shading of prices? 





BUSINESS IS IMPROVING 

Mill supply men, who are continually looking for 
the answer to the question of “how’s business,”’ need 
only study some of the recent reports in the financial 
sections of the daily newspapers to secure a real 
reflection of what is happening in the business world 
today. Probably no better criterion of the upward 
trend can be found than in the recent report of the 
American Railway Association, which showed that 
five new freight traffic records were established by 
the railroads of the United States during the last 
week of September. 

A total of 1,087,447 cars were loaded with revenue 
freight. This was the highest number of cars loaded 
for any one week this year. Furthermore, it was 
the third highest loading for any single week in our 
railroad history, and only 10,046 cars below the 
highest week on record. Naturally, the heavy ship- 
ments of grain and grain products, a total of 69,289 
cars, Was a big contributory cause for the high total 
of the week in question, but when we learn that the 
greatest number of cars in history was loaded with 
miscellaneous freight, and cars loaded with mer- 
chandise and less than car load freight totaled 258,- 
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458, the largest for any similar period ever recorded, 
we get a real light on what is happening in American 
industries. 

If these record car loadings are not sufficiently 
convincing to those who are skeptical, let them 
consider some of the export reports just issued by 
the Department of Commerce. They will find that 
exports of merchandise from the United States in 
September were valued at $427,000,000, the largest 
shipments for any month since March, 1921. They 
will also find that the only near approach to Septem- 
ber’s total exports was in December, 1923. 

There certainly is nothing disheartening about 
either of the above reports, nor would it be reason- 
able to complain about the condition of the farmers, 
when we read that the largest wheat crop in three 
years, totaling 856,000,000 bushels, and an aggregate 
vield of 5,091,000,000 bushels for wheat, corn, oats, 
rye and barley, are the outstanding features of the 
most recent government crop report. In this same 
government report one also learns that North 
Dakota raised one of the largest crops in its history, 
and that the farmers in that state are in better con- 
dition now than for several years. 

Yes, it certainly is not difficult to find statistics to 
bear out the condition that business is steadily 
improving. 





WHEN UNION MEETS UNION 

It is not very often the general public has an op- 
portunity to get any amusement out of a union labor 
contest for supremacy, especially where the United 
Mine Workers of America is concerned, but the 
chance is now present and is being enjoyed to the 
full. It happens that the Brotherhood of Locomo- 
tive Engineers has gone into the coal mining busi- 
ness, operating the Coal River Collieries, and run- 
ning five mines, four in West Virginia and one in 
Kentucky. Warren 8. Stone is not only president of 
the Brotherhood, but chairman of the board of di- 
rectors of the coal company, and therefore vitally 
interested in its financial success. The mine work- 
ers union demands that all these mines be unionized. 
Mr. Stone does not agree, and last April closed 
down the West Virginia mines, but has continued 
to operate the Kentucky mine on a non-union basis, 
while paying union wages. The mine workers’ ofli- 
cials say if Director Stone opens the West Virginia 
mines without signing a union agreement, embrac- 
ing the so-called check-off system, the miners will 
be called out. Stone, a veteran in union diplomacy, 
replies by saying he refuses to be scared by the 
threat, and declares the coal company will ever con- 
duct its business in its own way, and employ whom 
it pleases without dictation from any body of men. 
The last blast from the Mine Workers of America 
charges Mr. Stone with speaking as a coal producer 
rather than as a union man. That is a very serious 
charge, for it means that Mr. Stone is thinking and 
speaking as a business man, more interested in the 
profitable operation of a business than in the suc- 
cess of a union devoted solely to its own selfish in- 
terests. 
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AT 352 DEGREES 


| How does it stand up at 352 degrees? That is 
| the question to.ask about a steam hose. 
| 


Three hundred and fifty-two degrees is the 
temperature of steam at 125 pounds pressure. 
True, steam forms at 212 degrees, but when it is 
confined, every pound of increasing steam pres- 
sure means an additional rise in temperature. 


It is comparatively easy to build hose that needs 
to stand merely pressure, as in the case of water 
hose. But it is an art possessed by few to com- 
bine cotton fabric and rubber compound that will 
successfully withstand charring heat. 


The brands of steam hose made by The 
Mechanical Rubber Company are conspicuous for 
their ability to do just that thing. Tube, fabric, 





The Mechanical Rubber friction and cover have been painstakingly 
Company’s line gives dis- l d le bi 1 d 1 

tributors these combined se ecte ana combpinec to stan up under exces- 
advantages: sive heat. 


1. The most complete line 
of mechanical rubber 


goods manufactured That is the real reason why the “Mechanical” 


‘a ane brands of steam hose are the longest lived. That 

}. Sales exclusively throush is the reason they are fit and reliable for hard 
distributors. . . 

a agg ae oe service when ordinary types of steam hose have 
ing ales assistance : 

Evi hcstraarioge tt long since gone to the scrap heap. Every length 


is warranted to earn back in longer and better 
service the investment you make in it. 











Any good hose can solve your pressure prob- 
lem. Only hose with the exceptional ruggedness 
of these “Mechanical” brands can solve your tem- 
perature problem. 
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SiS Marco 
Extra powerful—reliable—long lasting 
Palladium 


Wrapped fabric and outside braided ply—sturdy 
and wear resisting 


2XL 


A splendid value for everyday steam work 


Well bought is half sold 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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black €& Decker’s Definite Dealer Policy 


hive Hundred lneraetic 


“stributors, Traveling 3500 Salesmen, <lre 


Fully Protected in Selling B. ¢&y Ds Electric Tools to All Industries 


G. W. BROGAN 


My subject is Black & Decker’s dealer policy. First 
let me clarify the title. Black & Decker sell to dealers 
and distributors of iron and steel, machinery, mill sup- 
plies, electrical supplies and automotive supplies, and 
these dealers sell direct to the manufacturing concerns, 
electrical contractors, and automotive repair shops who 
do not buy Black & Decker electric tools for resale, but 
for their own use. Consequently, in the case of Black 
& Decker tools the so-called jobber is the dealer. It may 
be well to explain that in the trade “mill supplies” means 
broadly industrial supplies, and is not restricted to sup- 
plies for mills. 

| cannot tackle my subject, which has to do with 
“policies,” until I have established clearly in your minds 
the nature of the products and the character of the mar- 
kets that absorb them. Their electric tools are not in the 
heavy machinery class. 

The average price to the user is about $50, which is 
away below the average unit price of machinery gener- 
ally. From a usage standpoint Black & Decker products 
are pretty close to the “hammer and saw” 
will see when I present some market figures. 

The United States’ latest census figures show 289,000 
manufacturing establishments. A survey which we made 
a little over a year ago among more than seven thousand 
manufacturing plants of various sizes, indicated that 
about 81 per cent were actually using electric drills. 

At this point let me make clear that electric drills in 
particular are not used merely for production work 
their use is not confined to manufacturers of products 
fabricated from wood or metal. They are being used to- 
day in every conceivable kind of plant where machinery 
of any kind is to be found. The greatest market is among 
the thousands of manufacturing plants of all kinds, plus 
hotels, office buildings and apartment houses, and there 
are very few modern steamships of any size that do not 
have several electric drills and grinders as part of their 
maintenance or upkeep equipment. 

In addition there are some sixty thousand automobile 
repair shops, about 70 per cent of which already are 
using these tools, and every one of which is a prospect. 
There may be a few who have no electricity, but you 
would be surprised if you were to get out in the “sticks” 
and see how even the little one-room one-man shops have 
installed farm-lighting plants where current is otherwise 
unavailable. 

Our total apparent market, therefore, is made up of 
81 per cent of the total number of manufacturing con- 
cerns, which is 234,000, plus 60,000 automobile repair 
shops, making a grand total of 294,000 users, with the 
hotels, office buildings, steamships, etc., thrown in for 
good measure. 


class, as you 


interested in a 
outsider 


Being advertising men will be 
rather recent experience I had. An raised a 
question regarding the use of a general medium for 
reaching people who might be prospective purchasers of 
tools. I asked him to tell me what particular 
lines of business he thought this general medium reached 
which would not be drill users. He said he couldn’t name 
very many offhand, so I gave him a copy of the paper 
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National Industrial Advertise \ssocia- 


Chicago, 
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and asked him to pick out a few classes of business repre- 
sented in the advertising columns which he felt would not 
be the kind of businesses that would use electric drills. 

The first one was Colgate’s, and he was surprised when 
I told him their plant at Jersey City already had some 
fifteen or twenty Black & Deckers which they used in 
their maintenance work. Then he selected Beechnut, and 
their plant also happened to be Black & Decker users, and 
he gave up when he found the ad of the Hartford Life In- 
surance Co. and I told him they also used drills in main- 
taining their big building at Hartford. 

Let me say right here that I] am not trying to sell this 
general medium nor belittle the business papers. Black 
& Decker started with the business papers and have used 
them continuously, and will continue to do so. With a 
product and a market such as Black & Decker have, prac- 
tically all known forms of advertising are used, and it 
would be foolish to say that we could get along without 
business paper advertising, direct mail work, window and 
store display advertising, novelties or any of the other 
forms of advertising which are essential to a product 
and a market requiring detailed merchandising effort. 

Taking a basis of 100,000 Black & Decker electric tools 
per year which have to be distributed to a market of 
294,000 users, we immediately realize that it would be 
almost physically impossible for Black & Decker to main- 
tain a sales organization sufficiently large and efficient to 
this market. Therefore, these are sold 
through about five hundred jobbers (dealers) handling 
machinery and mill supplies, and some electrical and au- 
tomotive supply dealers. These dealers average seven 
salesmen each, which gives us a total of 3,500 salesmen 
selling the line. 

Incidentally, the average number of machines per or- 
der to these dealers is about two, so we have to secure 
about 50,000 user orders per year to absorb our output 

Thirty-five hundred salesmen are none too many to 
cover the market, so you can imagine what a tremendous 
problem ours would be without the dealer. In addition 
to providing a small army of salesmen to sell our line, 
the dealer distribution offers great advantages by virtue 
of local contact, personal acquaintance with prospects, 
due to the fact that the dealer is in touch with these 
prospects continuously; local credit knowledge, knowledge 
of local business conditions, and the fact that immediate 
deliveries made from stock in any part of the 
country. 

This will make it clear why we must depend upon 
dealer distribution. In fact, we are so dependent upon 
it that it is not enough to have five hundred of the big- 
gest dealers in the country handling the line. We must 
have their enthusiastic co-operation and that of their 
men. To secure this we adopted five years ago the very 
definite “policies” which I propose to go over with you 


cover tools 


can be 


Karly in our history it was decided that the only safe 
way to build permanent good will and secure the enthusi- 
astic co-operation of the dealer and his salesmen was to 
outline in black and white the selling policies under 
which we operated, and to refuse, if necessary, to do 
business on any other basis. 

In other words, the Black & Decker fixed policies are 
designed to indicate the manner in which our dealers 
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A NEW POWER SAVING APPLIANCE 





The New Power Saving 
Roller Hanger Bearing— 


fram 


Interchangeability is always an identifying 
characteristic of any Dodge product. 


Forty-two years ago the first Dodge Wood 
Split Pulley with interchangeable bushings 
paved the way for the complete Dodge line of 
power transmitting appliances. 


Now, the Dodge-Timken Roller Hanger Bearing appears, 
to carry still farther the Dodge idea of interchangeability 
which facilitates both layout and installations as well as 
extending the use of the appliance beyond the service for 
which it was originally purchased. 


The Dodge-Timken Roller Hanger Bearing is inter- 
changeable in any Dodge Ball and Socket, Four-Point or 
Pressed Steel Drop, Post or Bracket Hanger as well as in 
practically all frames of other manufacture. 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka, Indiana. Works: Mishawaka, Ind., and Oneida, N. Y. 


‘Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
Adanta Minneapolis St. Louis Houston Seattle San Francisco 
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KERY TWO NATIONALLY RECOGNIZED LEADERS 


TIMKEN ROLLER BEARING COMPANY 


“alll This Book Tells 
the Story of 
Dodge-Timken 


Ruggedness 
Simplicity 
Lubrication 
Interchangeability 
Economy 
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Dodge Manufacturing Corporation, 


Mishawaka, Indiana. 
Gentlemen :— 


Please send ‘‘Facts about the Dodge-Timken Roller Hanger | 
Bearing” and other particulars. 


Firm 
Address 
Individual 


Position 
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STANDARD 
VALVES 


“Kay” 


The Kay is a cleanly-built, upstanding brass valve of 
the double disc type with parallel seats. 
tively rated for 125 Ibs. steam pressure. 


It is conserva- 


In the Kay both discs are completely free from their 
seats when the valve is being opened or closed. _ Its 


rising stem permits a close and accurate adjustment of 
flow for many purposes. 


Other Walworth brass valves range from 100 to 250 Ibs. 
steam pressure. They make up a complete line that you 








can sell on their individual merits. 


WALWORTH MANUFACTURING CO., Boston, Mass. 
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like to have us do business, and the occasional dealer who 
doesn’t want to play according to Hoyle must sit in on 
some other game. 

Black & Decker’s policies say, “We will not sell direct 
at any price—all sales must go through our dealers.”’ 

The Black & Decker fixed policies are based on sound 
business economics, and were fitted to the ideas of our 
The fundamental upon which these policies are 
based is fair treatment of all, with no special conces- 
sions to any, and there have been times when it has been 
very hard to live up to the letter of these policies, par- 
ticularly when some large dealer has the idea that he is 
entitled to a greater discount than anyoiue else. 

It is less than a vear ago that we lost a very large 
dealer for this reason. But we lost nothing in the long 
run, for our other dealers in the same territory realized 
what had happened and showed their appreciation by 
welding a ring around the dealer who threw out the line 
because he couldn’t get an extra discount, and reports 
that we are getting now indicate that he wants the line 
again. 

I shall go over the specific policies with vou, if it please 
you, because I believe that what your committee wants, 
and what you want is a practical explanation so that you 
can draw your own conclusions and make such compari- 


dealers. 


bac k 


sons as you desire. 
Fair Trade 


+ 


rect 


Practices—These are fundamentals of cor- 
merchandising through dealer channels generally. 
These particular fair trade practices were prepared by 
the Automotive Equipment Association, but are general 
in nature, and two other associations in other trades are 
using them as the backbone of their policies. 

Low Price Due to Quantity Production 
necessary except to emphasize that 
before price. 

All Products No comment ex- 
cept to say that the customer gets the benefit of the doubt 
every time. You will appreciate fully what the guaran- 
tee means after I explain the next item. 

Chain of Service Stations for Users’ Convenience 


No comment 
high quality comes 


Guaranteed NeCeSSaLVy 


The 
service department is a division of the sales department, 
Black & 
service is operated solely to make satisfied users, 
sell parts. 
adjusted 


Decker 
not to 

Parts and labor prices are being constantls 
downward, merely being kept at a 
closely as possible where the service department is self- 
supporting, but not profit making. You may be inter- 
ested to know that you could go into any of ten or twelve 
Black & Decker service stations com- 
plete set of parts for a drill at no more than you would 
for the tool itself. allowed to 
dealers on parts, and in view of the break-even policy on 
service, we try to handle all service direct through our 
own service stations. 

We Do Not Compete With Our Dealers—We could not 
expect the enthusiastic co-operation of the dealer and his 
salesman if we had our own men competing with them. 
We work with them, not against them, the only excep- 
tions being the government and equippers. 

For several years we tried handling government bids 
through our dealers and invariably lost out. To have 
various departments of the government using our prod- 
ucts is a good advertisement, and we met with no objec- 
tion from our dealers when we decided that this business 
called for special handling. So far as the exception re- 
ferring to equippers is concerned, this was inserted to 
cover the possibility of other manufacturers using parts 
of our products as an integral part of some finished prod- 
uct that they were marketing, but 


and is operated for the benefit of sales. 


point as 
and purchase a 


pa There is no discount 





chise to sell Black & Decker products, and carries with 
it the right to the standard discount, plus an additional 
discount to such dealers as exceed a set figure. 

Jobbers’ If I had time I should tell you a 
number of amusing stories of horror-stricken manutfac- 
turers predicting our early dissolution when we disre- 
garded all tradition and actually printed our discounts in 
black and white, and then were reckless enough to give 
the books containing this information to anyone who 
asked for them. For some reason discount has been a 
sacred thiny—strictly a trade secret. Our slant on this 
is that the user knows, or should know, that he must pay 
a reasonable profit to the dealer. The dealer is not in 
business for fun, and the buyer must depend upon the 


Discount 


dealer—therefore why try to hide the fact that the 
dealer makes a profit. 
Freight Allowance—This allowance enables Black & 


Decker to sell their products at the same price every- 
where in the United States, and at the same price all 
over Canada, and vou will be interested to know that this 
plan is rapidly being extended to our export department, 
and the time is far off when Black & Decker 
will be obtainable anywhere in the world at one price. 
The freight allowance all make 
the same gross profit, so that the dealers at a great dis- 
tance from the source of supply are not 
through having to pay a heavy freight bill. 

Advertising 


not tools 


also enables dealers to 


handicapped 


Because of the fact that we merchandise 
through dealers, our advertising plan includes the use 
of almost every known form of advertising and publicity 
from lead pencils to movies. It may interest vou for this 
reason. 

Because of the nature of the produce, the market and 
the channels of distribution, our plan is of a nature de- 
signed to familiarize as many people as possible with the 
name and product, and to reduce sales resistance all along 
the line for the dealers’ salesmen, and every manufac- 
turer knows how essential that is. 

I shall into the matter of media except to say 
that we use general media as well as papers, 
each supplementing the other. 

In the matter of I shall give vou the underlying 
fundamental of all Black & Decker copy. 

The name, the product, the distinguishing feature of 
the product 
prominent. 


not 


y 
LO 


business 


cops 


are always linked together and made very 
The idea is to create the “thought orbit” 
in aS many minds as possible, so that these three thoughts 
are inextricably linked together. Thus when you think 
of portable electric will think of Black & 
Decker and “the pistol grip and trigger switch,” or when 
you think of Black & Decker you will think also of port 


tools vou 


able electric tools “with the pistol grip and trigger 
switch,” ete. 
This does not mean that this is the sum total of our 


copy ideas, but it is the fundamental which we endeavor 
to combine alwys with selling copy. 

Our P. M. P: (products, markets, policies) has 
been prepared for the benefit of the dealers so that they 
may know the problem in its entirety. 

The 


paign is laid out in 


Book 


Advertising Prospectus—-In this the yearly cam- 
some for the benefit or the 
dealers, to enable them to take the fullest advantage of 
what we do to smooth their path. 

The 25,000 or more per vear are printed, 
which are sent direct by mail by Black & Decker to a 
list of ten thousand of the country’s 
largest industries using drills, and are also supplied to 
the dealers for personal distribution by their salesmen 


detail 


Catalogue 


selected nearly 


occasion has never to the most important prospects. A year ago the printer 
} arisen for its use. of our catalouges printed an extra ten thousand at his 
Black & Decker Franchise—This refers to the fran- own expense which he distributed throughout the country 
= 
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| Better get a copy of “TRUCK \ a nS lwo to Three 


CASTERS” for your own use. 
| A card will bring it—gratis. s C; M. bel 
| ets of Any Uther Make~ 


That’s the way one user of Faultless Truck 
Casters sums up his experience! 
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And he adds, “you will realize more fully what 
this means, when you remember that our bodies, 
weighing approximately 2000 to 4000 pounds are 
supported on only four casters—” 


Made of heavy gauge steel, generously designed, 
equipped with solid lapped steel balls,—Faultless 
Truck Casters give miles of extra sturdy service. 


FAULTLESS CASTER COMPANY 


Evansville, Indiana 
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‘ULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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to his own mailing list as a fine example of printing. 
No expense spared. 


C Screw Driver Data Book—55,000 have just recently 
Yj come from the press. These also are sent direct by mail 


to the Black & Decker selected list, and are supplied to 
the dealers for distribution by them to a preferred list. 

I might mention that Black & Decker list is made up 
ck entirely of industries which are being called upon by our 
dealers’ salesmen, and by the Black & Decker salesmen. 
Let me reiterate that all sales go through the dealers. 

Miniature Catalogues—Black & Decker use not less 
than half a million yearly. They are supplied to dealers, 
es, | with their name imprinted. 





lat 





ire A Booklet 50,000 used this year. It contains nearly 
| a thousand uses for portable electric tools in automotive 
| repair shops. Supplied to dealers for their distribution, 
ed imprinted with not only their name and address, but with 
: |# | their own selling message. The material was secured 
eSS | from repair men by means of a prize contest run in the 
ce. automotive trade papers. Leaflets, folders and booklets 
are supplied to dealers at intervals, imprinted with their 

name and address. 
NY Blotters—Nearly a million and a quarter were supplied 


to dealers’ salesmen this year. The dealers’ salesmen 
used them in place of business cards. Note that they 
bear the individual salesman’s name as well as the name 
of the dealer he is selling for. The personal touch has 
made these a vast success, and I venture to say that 
there are many of you here who have seen these blotters 








on several occasions. In my travels I run across them 
everywhere. 

Insert Pages for Dealers’ Salesmens’ Loose Lcaf Cata- 
logues—More than a mere catalouge listing. They con- 
tain reminders of the major selling points in addition 
to complete information regarding each item. Supplied 
in any quantities requested by the dealers. 

Market Analyses—Prepared from time to time as the 
result of special investigations and supplied to dealers 
and their salesmen. 

Window Trim Contest—A yearly event tied up with 
Black & Decker Week. Once a year all dealers put on 
a special drive at the same time on Black & Decker tools. 
The prizes for the window trim contest go to the indi- 
viduals who trim the windows. The dealers heartily ap- 
prove of this, as it helps develop their men in the art 
of window trimming. 

Window and Store Display Cards—Many different 
colored cards, cutouts, display racks and tables, and 
posters are supplied to the dealers. 

Black & Decker Pipes—10,000 of these have been dis- 
tributed so far. These are what is known as poker pipes, 
which style permits the imprinting of the name Black 
& Decker on the bottom where it is not objectionable. 
They are a high quality pipe, and have proved to be a 
wonderful novelty. They are distributed by Black & 
Decker salesmen to dealers, salesmen, and are also 
handed out by dealers’ salesmen to prospects where they 
will do the most good. 





A campaign to induce those mill supply manufacturers 
|# | who use net prices in selling their products to distribu- 
tors, to change their policy and adopt a list and discount 
system of pricing, may be undertaken by the National 
Supply and Machinery Dealers’ Association in the near 
future. At least, this is hinted in a letter to members 
which was sent out under date of October 13. 

It appears that President B. H. Ackles of the asso- 
| ciation has recently called attention to the fact that 
| one of the causes of the great expense of distributors’ 
catalogs is this net price policy on the part of some 
} manufacturers. A middle western distributor also has 
| made the suggestion that the association should take 
| a “very positive aggressive stand on this question, and 
endeavor to show those manufacturers using net prices 
the impossibility of distributors maintaining catalogs in 
| this manner.” This distributor has written to the 
| national association as follows: 

“We have a very good illustration of the tremendous 
cost to which the jobber is needlessly put with the 
situation as it is today in Chicago. We ourselves are at 
this time compiling a new catalog. We know there are 
| three other houses in Chicago doing the same, and the 
| total cost of these four separate catalogs for the com- 
| piling and printing will be approximately $50,000. 

“If these other three jobbers find the changes as 
we do, they will say that 90 per cent of the changes in 
| Our catalogs are due almost entirely to those articles 
| which we buy from the manufacturer under a net price. 














The other 10 per cent is made up of what we would 
| call legitimate list changes such as cap screws, set 
| screws, nuts, etc. 

“We believe all articles that are to be sold through 
the jobbers should have the higher list and larger dis- 
count, and it is our hope that our national association 



































Net Prices and Catalog Costs 


National Supply and Machinery Dealers’ Association May Start Campaign 


will take up the fight of this just as earnestly as we 
are now attempting to do for the two per cent cash 
discount. We believe that such a step would not only 
be a tremendous saving as far as the cost of changing 
our catalogs is concerned, but also in the operation of 
pricing and invoicing a great economy may be effected.” 

In the regular October bulletin of the association, it 
was reported that numerous replies had been received to 
the general letter of September 9th with reference to 
the possibility of eliminating unnecessary widths and 
thicknesses of leather belting, and also that replies are 
still being received on the subject of motor truck deliver- 
ies. Here are some of the other statements in this 
bulletin: 

“You have undoubtedly been advised of the action of 
the official and southern classification committees in 
decreasing the minimum carload weight of wrought pipe 
and seamless tubing from 46,000 pounds to 36,000 
pounds. 

“The vote of the association indicated that 95 per 
cent favor the use of the word, distributors, in our title 
in place of the word, dealers. President Ackles has 
instructed us, therefore, to proceed to have the stationery 
of the association changed as the present supply is 
exhausted, and a resolution formally changing the 
by-laws will be presented for adoption at the next 
annual convention. 

“The action of one of the chuck manufacturers ifn 
doubling their list prices has met with approval, but it 
is most unfortunate that the other manufacturers have 
not as yet taken similar action. It is our earnest hope 
that our members will, in their correspondence and con- 
versation with the various chuck manufacturers, urge 
upon them the desirability of a high list and liberal 
discount.” 

















and Have a Better Finish 


You can produce a mat finish or satin effect— 
you can heavily frost or place a design or lettering 


on your goods with 


LEIMAN BROS. 


PATENTED 


SAND BLAST 


whether you work in metals, wood, celluloid, hard 


rubber, glass or other materials— 
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Clean casting of every kind instead of acid pickling 





remove scale from metal 


themselves. Continuous feed of sand 





ence whatever needed to operate it. 


You simply hold each article under the nozzle and the sand 
flows like water out of a faucet always under instant control 
by foot pressure—we have an outfit for every class of work— 
chandelier, electrical fittings, carburetors, bottles, silverware, 


jewelry, hardware, toilet articles, powder boxes. 


You Can Quicken Your Plating 





remove corrosion or rust 
from laboratory utensils—hundreds of uses will suggest 
a pailful lasts 
for many days. Can't get out of order, and no experi- 





The valve regulates the 


low of sand. 


Opening for admitting 
the work. 













Air tight dyor.' 

















Automatic ed pipes. 
for air and sand. 
Short and | straight. 
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holds enddgh sand 
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it is used Jover and 
over agav automat- 
tically 1 
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Metal 


mall door here may 
be opened to recover 
any article which 
may find its way to 
bottom of machine — 


ake piping apart. 
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Sand may be quickly 
removed here when 
it is desired to change 
same for a different 
grade of Gnish 
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‘Air from blower is fed 


This glass admits light s. thea 


— work is easily seen. 
ONS cuffs fitting 
~ the wrists. 
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Awe screen inside 
catches articles dr 
ped from the hands. 












You don’t have to 
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Tank prevents fluctuation 
of aur 
Weaghts for regulating 
pressure. 
OUTLET Relief Valve. 


threaded for stand 


ard Ir 0 DIDS. 


Enclosed stud in 


Wing and cylinder surfaces 
become hard and glassy 
lke, insurmg a perfect ft 
and positive pressure of 
vacuum 






Yd a —se = Ring Self-Oiling 
PISTON . Beanngs 
PATENTED ie 


Big air space resulting trom small pistos 
and curved wings 


Wine kept in constant contact with 
cybnder by centrifugal force 


LEIMAN BROS, 60 Lispenard St.,. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 


Made in 9 sizes. 


Air Pressure 


wrappers, banders, 
agitators, testers, oil 


and Vacuum 


for feeding paper in printing presses, folders, rulers, 
bottle fillers, liquid 
gas burners, vacuum 
cleaners, blowing dust from machinery, blowing chips 
and stampings from presses, sand blasting. 


LEIMAN BROS. 


ROTARY 


BLOWERS and 
VACUUM Pumps 





PATENTED 


POSITIVE 
NOISELESS 


They take up their own wear and can't get out of order. 
They are very easy running and such 
good and reliable performers that they are now used 
by the world’s principal industrial corporations, fac- 
tories in every line, and all the leading manufacturers 
of automatic machinery—the vacuum or pressure does 
the work unerringly. 
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Banker's Views on Maintenance of Prosperity 


Good Times Ahead for -lmerican Business But With Possible luture 
Adversity Unless Both Labor and Capital Assume Their New Duties 


What bankers think plays an important part in the 
conduct of many lines of business, as many mill supply 
manufacturers and distributors can very readily testify. 
When several thousand representative bankers from all 
sections of the United States get together to exchange 
opinions, an unusual opportunity is afforded for securing 
expressions of these bankers’ thoughts. Such an occa- 
sion was that of the recent convention of the American 
Bankers’ Association in Chicago. The views of the bank- 
ing fraternity on business conditions and politics were 
generally aired in the daily press reports of the conven- 
tion, and mill supply men along with other business men 
have had an opportunity to study them. 

It is natural, however, that the daily newspapers 
should only hit upon the high points of such convention 
addresses as would appeal to the masses. The writer re- 
cently came across a copy of an address which was de- 
livered by George Woodruff, president of the National 
Bank of the Republic, of Chicago. The subject of this 
address is “The Maintenance of Prosperity,” and because 
it contains a novel suggestion to bankers and business 
men, the writer believes that it will provide interesting 
reading for the mill supply manufacturers and distribu- 
tors of this country. 

“During recent years,” Mr. Woodruff, ‘most 
American communities have come to lean quite heavily 
upon the local clearing houses and similar bankers’ or- 
ganizations, and not only have these associations come 
to be considered the real bulwark between the people and 
financial disasters, but the advice and suggestions of the 
members of these associations now have a large influence 
in the shaping of business plans and even in the plan- 
ning out of the activities of many individuals. In this 
connection the important banks of the country have 
guided the people, through clearing house statements, 
newspaper interviews, magazine articles, public ad- 
dresses, and personal talks; but it has been the general 
rule among bankers to talk largely about the bright sid 
of the picture and to exercise great care in giving out 
any news that would indicate the approach of any pos- 
sible adverse developments. 


says 


“To many it has seemed that the bankers should cover 
both sides of the picture, and that if they were to warn 
the people against approaching business reaction the) 
would render even a greater service to their communi- 
ties than by reporting the current conditions and 
prophesying approaching good times. Of course, the 
banker here is faced with a considerable problem, b: 
cause he would like to warn his community to prepare for 
unfavorable developments, but he fears that by so doing 
he may actually help to bring about the very conditions 
that everybody would like to avert. 

“Upon reflection it would seem as though this problem 
could be solved if every banker who explained to the peo- 
ple that difficulties were approaching would at the same 
time explain just how these difficulties could be met or 
overcome. There is no reason why people should unduly 
fear approaching adversity if all of the conditions lead 
ing to such adversity are clearly known, and as every 
period of adversity can be largely avoided or minimized 
by proper action on the part of the people of the country, 
an explanation of the ways by which an approaching 
period of depression may be minimized should tend to 


create confidence on the part of the people instead of 
fear. 

“As an example of what might be done let us consider 
the possible bad features of the present outlook. During 
the past few years while practically all the world has 
been experiencing hard times we have been enjoying very 
good times, and this is somewhat surprising when it is 
realized that our productive capacity is enormously 
greater than before the war and that our exports have 
not been increasing and our agricultural classes have not 
been buying. Under ordinary circumstances it would be 
possible to employ our great productive capacity only 
through a large foreign trade and the usual heavy buying 
by our farmers. 

“Upon investigation we find that during the past few 
vears our unusual good times have been based upon the 
unprecedented building boom, the great program of road 
construction, and the extensive buying by our railroads, 
and this situation has been at least temporarily helped 
along by our tariff protection against out» ide goods and 
our immigration restriction against outside labor. Fur- 
thermore, a very large number of so-called finance com- 
panies have sprung up throughout the country, and these 
companies have made it possible for our people to bu 
all manner of things, ranging from an automobile to a 
new frying pan, on the deferred payment plan. In other 
words, our people have gone into debt to the extent of a 
huge sum in order to buy goods, the sale of which has 
helped to maintain our recent prosperity.” 

After stating that practically everybody agrees that we 
are to continue to experience good business, Mr. Wood- 
ruff warned that we must be protected against too much 
enthusiasm, and then pointed out the duty of labor and 
the duty of capital in helping to maintain prosperity. 
The feeling that business in the near future will continue 
to be good is based largely upon the belief that Huropean 
conditions are becoming: stabilized. Mr. Woodruff issued 
the following advice: 

“It would seem as though our leading banks should 
attempt to convincingly inform labor of the impending 
economic changes and to explain the probable difficulties 
of the next five or ten years, but at the same time to state 
how by a universal understanding of the approaching 
difficulties and the exercising of good common sense on 
the part of our people the situation may be entirely re- 
versed and prosperity be retained, the history of the re- 
sults of other wars to the contrary notwithstanding. If 
the problems before us are carefully explained to and 
thoroughly understood by labor, we may be able to re- 
duce wages without waiting for a great business reaction 
to compel this readjustment. Such a readjustment should 
lead to a prompt reduction of freight rates, fuel costs, 
and manufacturing expenses all along the line. While 
labor will, of course, be compelled to suffer temporarily 
to some extent by such a course, nevertheless it will be 
nothing compared to the suffering that will be brought 
about by an enforced readjustment. 

“It is not labor alone to whom the bankers should ad- 
dress themselves. Capital must also cooperate by dras- 
tically changing some of its customs. Capital has always 
preferred to remain at home; and this has been an excel- 
lent thing for our country during our development stage, 
but now that the productive capacity of our country ex- 
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and put to work. 


Records made by other Diamond Belts 
in well known elevators throughout the 
country, give assurance that many years 
hence these belts will still be in operation, 
handling the grain easily, swiftly and 
with the utmost economy in the cost 
of installation and maintenance. 








John S. Metcalf Co., Designing Engineers; Lou Stinson, Consulting Engineer; M. A. Long Co., Contractors 


Waiting for a chance to g0 to work! 


9% Miles of Diamond Conveyor and Elevator Belts are shown 
here, in crates under the Dripping Shed of the new B. & O. 
Elevator at Locust Point, Baltimore, Md., waiting to be installed 


Diamond Rubber Belts, in ports on the 
Atlanticseaboard, along the Great Lakes, 
on the Pacific Coast and at grain centers 
on the Missouri and Mississippi Rivers 
are now handling a large share of the 
grain that feeds the world. 

It pays to handle Diamond belts. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle 


Los Angeles San Francisco 
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RUBBER BELTS 

















When writing to Advertisers please mention MILL Supp irs. 





























XUM 


ceeds its own demands, capital has become enormously 
plentiful, and it will now be greatly to the interest of the 
nation for capital to turn to foreign investments. 

“Our people must be brought to realize that the United 
States is now for the first time a creditor country. The 
world owes us money and must pay huge sums to us an- 
nually, while formerly during our entire history it was 
necessary for us to pay the world large sums each year. 
Furthermore, if costs are reduced and our exports are 
increased in order to maintain our own prosperity, it will 
be necessary for the world to pay us additional large 
sums for the goods that we sell. 

“The world can only pay us in three ways: They can 
send us gold; they can sell us goods, or they can sell us 
securities. We do not want their gold, and they have 
little enough of it to send; we are not anxious for their 
goods, because their goods will disrupt our domestic mar- 
kets. There is then left the third method of payment 
the sale to us of their securities, and here capital must 
come to the rescue and form the new habit of buying 
sound securities from all parts of the world. Capital, like 
labor, may suffer some by this change, because no mat- 
ter how sound foreign securities may be, there always is 
an additional risk by reason of the fact that the issuers 
of the securities are located a long ways away. The duty 
of capital in this connection can be more fully appreciated 
when we realize that if capital does not buy foreign se- 
curities, then foreign countries must pay us either by 
sending us gold or selling us goods, and as it will be im- 
possible for them to send sufficient gold, it will mean that 
they will actually sell us goods. We have relied upon the 
tariff to keep such goods out of our markets, but while 
the tariff has been very effective while we were a debtor 
country, it will not afford us the same protection now 
that we are a creditor country. 

“In other words, it will be absolutely necessary for the 
world to pay us money, and this money must be paid in 
dollars. In all of the capitals of the world there will 
therefore be a continual scramble to exchange local cur- 
reney into dollars. If we do nothing about this situation 
there will be very few people in the capitals of the world 
who own dollars that they are willing to exchange for 
local currency, and consequently the people who must pay 
debts in America will offer an increasing amount of their 
local currencies in order to get dollars. This will be re- 
ferred to technically as a rise in American exchange and 
in our country we will say that the exchanges of other 
countries are falling. As it will be possible for a for- 
eigner who has American dollars to get an increasing 
amount of his own currency for these dollars, he will be 
tempted to send goods to America and sell them in order 
to get dollars to sell to his neighbors who are willing to 
pay such a large amount of his local currency for the 
dollars. The higher we put the tariff the greater will be 
the scramble for dollars, and consequently the larger will 
be the amount of local currency that a man can get for 
the dollars that he will receive for goods that he sends to 
America for sale. Because none of the countries of the 
world except the United States are now on the gold 
standard, it is possible for this instability in exchanges 
to largely offset the effect of our tariff. 

“When bankers have occasion to call attention to this 
danger to our home markets, they should at the same 
time strongly stress the remedy. If American capital 
will buy foreign securities, it will supply the dollars that 
it is necessary for the people of foreign countries to get 
in order to pay their bills to us. As a matter of fact, 
now that we are a creditor country the purchase of for- 
eign investments is essential in order that our tariff law 


ies continue to operate to our advantage. 








“Labor must understand and help to reduce costs. 
Capital must understand and help to protect our markets. 
With costs reduced and our exports maintained, with in- 
vestments abroad and our domestic market protected, 
with the increased purchasing power of the farmer that 
will also come with lowered costs, and with the economies 
that result from consolidations and the reduction of over- 
head, we should be able to ride happily before any storm 
that may threaten. 

“Many nations have become great, but a large part of 
their people have usually become poor. We should be able 
to reverse this tendency and sound, hard-headed economic 
facts told to our people.in a constructive way by the great 
financial institutions making up the membership of the 
clearing house associations of America may very possibly 
enable us to remain the world’s leading nation and at the 
same time the most generally prosperous country in the 


world.” aa ee 


NAME NEW GOODRICH MANAGER 


George B. Campion, Formerly in Charge of the New York District, 
Is Given Another Promotion 

George B. Campion has been appointed by the Bb. F. 

Goodrich Company as manager mechanical rubber 

goods sales with headquarters at the company’s factory 

in Akron, Ohio. He was formerly district sales man- 


of 








GEORGE B. 


ager at York. In his new position he succeeds 
T. A. Bennett, who has been appointed manager of the 
products control department, new goods division. 

Mr. Campion has been with the Goodrich organiza- 
tion for the last 12 years, and has risen step by step 
to his present position. He entered the employ of the 
company as chief clerk of the mechanical division at New 
York. Soon afterwards he was appointed city salesman 
in the metropolitan territory. Later he was brought to 
the home office in Akron to assume the duties of man- 
ager of one of the mechanical divisions. 

His record in the latter position brought further recog- 
nition and he was sent to South America as special rep- 
resentative for all the Goodrich mechanical lines. Upon 
his return from that assignment, he was sent to Wash- 
ington as Goodrich representative on government trans- 
actions. Later he was appointed district sales manager 
at Dallas, Texas, and still later was transferred to New 
York, where he has been until his latest promotion. 


CAMPION 
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DROP FORGED STEEL 
VALVES & FITTINGS 


The Vogt Drop Forged Steel Valves and 
Fittings here illustrated, show some of the 
types manufactured and stocked in large 
quantities. 


They are the accepted standard 
for high pressure and tempera- 
ture service with oil, gas, am- 
monia, air, water and steam. 


They have never failed. 


WRITE FOR BULLETIN F-5 


Henry Vogt Machine Co. 


rporated 


Louisville, Kentucky 


BRANCH OFFICES: 
NEW YORK, CHICAGO, PHILADELPHIA, DALLAS 


MANUFACTURERS OF 
DROP FORGED STEEL VALVES AND FITTINGS: WATER TUBE AND HORIZONTAL 
TUBULAR BOILERS: OIL REFINERY EQUIPMENT: REFRIGERATING MACHINERY 
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“T Sing My Country” 
ARTHUR SEARS HENNING 


Reproduced by Courtesy Chicago Daily Tri 




















Minneapolis, Minn., Oct. 9.—(Spe- 
cial.) Aboard North Coast Limited. 
1 sing My Country! 








At my Pullman car window, | rhapso- 
dize 

Upon the panorama unrolling: 

Mighty cities, lush prairies, opulent 
farms, mountain wildernesses, and 
wide, unpeopled plains. 

I am lately come from Europe full of 
odious comparisons and pity 

For Americans who do not appreciate 
their country. 

I have been sightseeing abroad 

Only to find the most thrilling sights 
at home, 

Sights eloquent, significant, without 
parallel; 

Bathtubs galore; 

Bricklayers driving to work in fliv- 
vers; 

Silk shod ankles of girls 

Whose mothers, barefooted, tilled in 
Calabria; 

Rural postmen unloading newspapers, 
magazines, books, mail order lux- 
uries, 

Acres of Fords parked round the new 
national movie house (two shows 
nightly) ; 





Everywhere masterful, expansive, 
bluff, breezy men; 

Untrammeled, — self-reliant women, 
comely and garbed smartly in the 
mode, 

Whether it be in Fifth avenue, 
Omaha, or far Truckee; 

A farmer jolting homeward with the 
latest phonograph record, 

His wife telephoning for three yards 
of tulle; 

That blithe company of youth board- 
ing the train at Mandan 

Telling how they danced last night 

To the music of a Chicago orchestra 

Wafted by radio; 

Twenty, mayhap, thirty million peo- 
ple listening to the President 
speaking. 





I celebrate my country’s greatness, its 
vastness, its exuberant fruitful- 


ness, 





The sense of which has entered into 
the souls of us, 

Instilling large notions, prodigality, 
recklessness, yea bumptiousness. 

| glorify the American doilar and dol- 
lar chasing 

So despised in mendicant Europe, 
where, if you drop a dollar 

You start a riot in which monocles 
are broken. 

Soon enough shall we, with mouths 
multiplied, be forced to serimp 

To save every twig and = crumb, 
thrifty as French. 

Then shall we have done with chasing 
dollars 

And shall chase pennies as they chase 
farthings and centimes over there. 

| have been sped an hour, seeing no 
human, only cattle. 

How glorious a roomy land, room to 
turn round in without jostling! 
Europe is crowded to suffocation, 

Asia is overflowing; 

They turn covetous eyes to our unoc 
cupied expanses; 

We envision the day when we shall 
need to hedge our borders with 
bayonets 

To keep out smuggled immigrants. 

Japan lets the cat out of the bag: 

War, if necessary to break down our 
wall. 

Europe says Amen, changing the 
League’s processes 

To suit the purpose 

And still blandly bidding us enter the 
League. 

Good, mushy men arise among us 

Outraged at any thought of girding 
for defense. 

Shall men, they ask, presume to say 
Who shall and who shall not 

Tenant God’s acre? 

Nevertheless we will gird 

To keep our soil for our kind. 

What a lovely girl that, on the station 
platform 

Kissing the man in the hickory shirt, 

The girl with the Vassar pennant. 


I sing my country. 
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No wonder “Pioneer” Steel 
Hangers sell so easily 


” IONEER” Steel Hangers are the oldest 
safety steel hangers. They have maintained 
the leadership they won twenty years ago 

when they were the first steel safety hanger made. 
Many improvements have been made since, until 
they are now the safest and most rigid hanger on 
the market. 


If you do not, as yet, sell “Pioneer” Steel Hang- 
ers, you have a pleasant experience in store, for 
they are in great demand, and bring steady profits. 
They are most intensively advertised to the mills, 
factories and manufacturers who purchase and 
use them. 


These are the “Pioneer points,” which are respons- 
ible for the success, both from the dealer’s and 
user’s viewpoint, which “Pioneer” steel hangers 
have made. 


1. ‘Pioneer’ hangers are safe. 

The legs and feet are made from one solid piece 
of high grade steel, making the hanger frame 
absolutely unbreakable. 


2. ‘Pioneer’ hangers are extremely rigid. 

A piece of heavy, high-carbon, special angle 
iron reinforces this one-piece leg at the bend 
of the foot, giving it extra strength. 


3. The rivets cannot shear off or work loose. 
Every rivet in ‘Pioneer’ Steel Hanger is extra 
large and hydraulically driven, which also 
makes the hanger rigid and safe. 





4. ‘Pioneer’ hangers do not catch the dirt and 


A saving of 30 per cent to 40 per cent in the floor space dust. 

is possible when you stock the ‘‘Pioneer."’ The frames / ‘ 

are capable of taking double the usual range of bearing All edges are smooth and beaded, and there 
sizes You don’t have to carry so many frames in are no hollow ribs or open pockets. 

stock, thereby decreasing the floor space occupied and P 

increasing your turnover. 5. Pioneer hangers are economical—to buy, 
You can reap extra profits by supplying the demand to erect, to maintain. 

for “Pioneer” Steel Safety Hangers Write for our x . 

prices and our proposition to recognized dealers They weigh much less than cast 1ron hangers, 


and are therefore much easier to handle, haul 
and erect. Shafts can be accurately and con- 
veniently aligned because the “Pioneer” has a 
4 way adjustment. 


Sfandard PRESSED STEEL Co. 





: 
Box 3 Jenkintown, Penna. 
“Hallowell” steel Collars look better “Hallowell” Steel Lift) Truck |“Hallowell” Steel Bench Legs--are | “Unbrako” Hollow Set and Socket 
are highly lished a stron d Platforms ; such big improve Head Cap Screws—will stand ar 















conparison for strength and fin 
2 Hardwoo feet can’t gash or eee hex monies ish und yst tg then a 
. rouge ir floors; made any | bench legs that they |} of equal quality Made 
| are easily sold wher- | carefully s grade f 
ever benches or tables | steel 
of any kind are used, | heat 
Your eustomers can | prevent fractur - 
build better and | ing r mush 
stronger benches and | rooming Free 
table . ke and | samples for test 
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There was a crackling log fire in the big fireplace of 
the hotel in Howeburg and a bunch of traveling sales- 
men sat in a semi-circle around it, lighting up their 
cigars for a half hour of comfort before sitting down 
to desks in the writing room with order books and blanks. 

A bellhop brought a special delivery letter and handed 
it to Smith Aiken, who sat at one end of the row. 

“Why don’t you send your wife a check now and then”’ 
kidded Ed Frazer, who was next to Smith. ‘Then she 
won't have to be sending special delivery letters or tele- 
graphing for money all the time.” 

“Yes,” added big Tom Jackman, blowing out a great 
cloud of smoke. “I always leave my wife a five dollar 
bill every time I leave home, whether she needs it or not.” 

“Nothing like that,” said Aiken, ruefully. “I’d rather 
have letters asking for money than to get these cursed 
special delivery hypodermics our salesmanager fires at 
me every so often. That bird thinks he’s got to give 
every salesman an injection of go-gettum about once a 
week or there won’t any orders come in. Jeeroozelum! 
I’m working my head off as it is.” 

“Don’t take the stuff so hard,” said Frazer, with a 
lazy, after-dinner yawn as he stretched his long legs out 
toward the fire. ‘“‘Those fellows have to grind out those 
letters. It’s part of their job. They probably hate to 
write ’em as much as we hate to read ’em. I just had 
a letter telling me to be sure and see a little two-by- 
twice buyer that lives "way out at a cross-roads twenty 
miles from Howeburg, and I’ve got to lose another day 
if I hunt him up. And he may buy nine dollars worth of 
stuff.” 

Others of the group paid their respects to their sales 
managers, some in a joking way, some in an aggrieved 
tone. 

Then a man at the end of the row farthest from Smith 
Aiken, a quiet appearing chap who had been working at 
his cigar with a wooden toothpick, spearing the end of 
it in the endeavor to get a draught through it, raised 
his head and asked, “How many of you men were in the 
army ?” 

Three of the row admitted terms of service. 

“It was a pretty good army, wasn’t it?” the quiet chap 
queried. 

The admission was made that it sure was a humdinger. 

“And every soldier in it kicked about something,” the 
speaker continued. “If it wasn’t the grub, it was the 
drill, or the inspections, or the delays or the ‘Y’ or the 
top kick or something else. Every enlisted man was a 
kicker and a fighter. But every man obeyed orders, if 
he wasn’t a fool, and we delivered the goods. I’m a sales 
manager. I was a buck private.” 

The traveling men all looked at the quiet chap, but 
none of them seemed to think of just the right thing to 
say. 

“You might think that, after being ordered around for 
a year by a hard-boiled old topper, I like to take advan- 


By Frank Farrington 
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When Salesmen Speak Freely 


tage of my position as a sales manager and take it out 
of the salesmen under me. I don’t feel that way at all. 
The directors of our company hold me responsible for the 
work of the selling force under me. I send out some of 
that kind of letters that Mr. Aiken, over there, calls 
injections of go-gettum, but I don’t send them out, as 
Mr. Frazer suggests, just because it’s a part of my job, 
though in a way that is the reason. I send them out 
because I want results. And if it’s a fair question, I’d 
like to ask Mr. Aiken if the fact that he is working his 
head off, as he says, isn’t some indication that his sales 
manager’s letters are getting results? Would he be 
working his head off to the same extent if he was not 
getting inspiration and stimulation regularly from the 
home office?” 

Aiken grinned, a little sheepishly. “I guess I’m work- 
ing harder since I began getting those letters,” he ad- 
mitted. “They sort o’ rile me, but they put it up to me 
and I have to get busy. Maybe I don’t like them because 
I sometimes feel like letting down a bit and the doggone 
letters make it plain enough that they don’t expect me 
to. I'll tell you one thing that occurs to me now, Mr. 
Sales Manager—I don’t know your name—I believe there 
may be something in the fact that those letters always 
come to me at the end of the day when I am tired and 
want to let down and rest, and just then, like it is tonight, 
I don’t feel like being stimulated. If those letters could 
be put into my hands in the morning when I’m feeling 
peppy and ready to go, why wouldn’t it be a_ better 
scheme? I hadn't thought of that before, but I believe 
I'll suggest that next time I’m in the house.” 

The sales manager, still refraining from giving his 
name, replied, “I guess you have suggested something 
worth considering. I think any manager could 
learn something if he were to get out and listen to sales- 
men discussing their ideas of the ways they are handled 
by their bosses. I realize that when a bunch of salesmen 
come together for a convention, they don’t always tell 
the president and the sales manager just what they 
think. They are sometimes anxious to get in the good 
graces of the management, and they don’t want to line 
up as kickers. They have their ideas but they keep them 
to themselves. But you men meet as you have tonight 
and you air your grievances in a good natured, but per- 
fectly frank, manner. You made me feel that I was 
taking advantage of you in concealing my identity, but 
I was too much interested to give myself away immedi- 
ately.” 


sales 


“If it’s a good thing for the sales manager to hear the 
salesmen talk without restraint,” suggested big Tom 
Jackman, “it’s probably a good thing for the salesmen 
to be heard in that way. It gets their honest ideas be- 
fore the man who needs them if he is to treat salesmen 
right.” 

“Certainly, it works both ways,” 
manager. 


admitted the sales 
“T confess I didn’t before have the salesman’s 





























For Bearings That Give Trouble 


In case after case Stewart Brons has stood up where all other 
bearing metal failed. For example, on a 10 h. p. motor unevenly 
laid, one bearing burned out every few weeks. Stewart Brons was 
put in, has run 20 months continuously—and is still going. It is 
making comparable records in many other fields. Try it for difficult 
requirements. 


Here is the most wonderful bearing metal ever developed. Has 
the bearing quality of babbitt; the lasting quality of bronze. Melts 
at 1700°F. At 600°F. sweats a little lead, lubricating itself. Abso- 
lutely will not score a shaft though lubrication fails and the tempera- 
ture exceeds |000°F. Made in four degrees of Brinell hardness for 
all bearing conditions. Our 13 in. bars save fully 50 per cent of 
ordinary bearing metal costs. 


Jobbers—We have a fine repeat business, 
quick turnover proposal. Write or wire. 


STEWART MANUFACTURING CORPORATION 
4504-91 Fullerton Ave., Chicago, Ill. 


Or communicate direct with our nearest factory representative. 


J. A. KEENAN J. FRANK LANNING CO. FRANK M. WHITE E. P. GRISMER 
1534 Fullerton Ave. $27 First Ave. Stewart-Warner Speed. Corp 1982 E. 66th St. 
Chicago, IH. Pittsburgh, Pa. 549 W. 52nd St. Cleveland, O. 

Cc. W. ROOT A. C. OLFS New York, N. Y. L. NELSON 
230 Oneida St. 7321 Woodward Ave J. FRANK LANNING CO. 514. N. Capitol Ave. 
Milwaukee, Wis. Detroit, Mich. 2022 Ave. B Indianapolis, Ind. 

Birmingham, Ala. 
STEWART WARNER PRODUCTS SERVICE STATION UNGAR & WATSON 


1450 Van Ness Ave.. San Francisco 


Glewarb 


1366 S. Figueroa St., Los Angeles 


Brons 








Bearing Metal 
The Perfect Metal for Bearings 
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point of view. I’d forgotten how it was when I was a 
salesman myself. But I think every salesman ought to 
understand that no sales manager is trying to put any- 
thing over on his force. He wants results, and what he 
says and does represent his ideas of the best way to get 
them. If I urge my salesmen to work harder, it is be- 
cause I believe they are able to do it. I want to ask you 
men this question: How many of you can _ honestly 
declare that you habitually, week in and week out, do 
all you can do to get a maximum business out of your 
territory ?” 

“Don’t all speak at once, boys,” said Jackman. “I’m 
free to admit that it’s mighty seldom that I put in a 
week when I have pushed my hardest from Monday to 
Saturday.” 

“A man can’t go at top speed all the time,” 
Frazer. 

“That’s true enough,” admitted the sales manager. “A 
salesman’s hours are irregular in some degree. Working 
on the road is not the same as working in an office. But 
I have under me men who seem to do their best every 
day, and I have other men whose orders indicate that 
they do their best on some days and slacken up on other 
Or they may go out on one trip and hustle all 
the trip, while on the next trip they seem to take what 
comes easily and let the rest go. That’s natural enough, 
but it’s that tendency that I am trying to overcome to 
some extent when I send out ‘go-gettum’ letters and 
bulletins. Unless I am very much mistaken any man in 
any line of work, from soldiering to salesmanship, comes 
nearer doing his best when he is prodded into it. It is 
the sales manager’s misfortune that he has to do the 
prodding. He has to be the first sergeant to his company 
of salesmen.” 


stated 


days. 


“But I think,” obiected Frazer, “that a sales manager 
makes a mistake when he sends a man on the road in- 
structions to go and see some little fellow in an out of the 
way place, where it means the loss of a day and a return 








in orders that won't compensate for the time and ex- 
pense involved. Just as I said about my having to go 
to see that little buyer tomorrow when I ought to be 
getting into Cleveland where I have a lot of big cus- 
tomers. I don’t think sales managers always know as 
much as they ought to about the territory and the pos- 
sibilities of business.” 

“IT know,” replied the sales manager, “the salesman 
usually believes he knows more about conditions in his 
territory than the people at the home office. Sometimes 
he is right. But it sometimes happens that the home 
office uncovers prospects right under the traveling man’s 
nose that he has missed. Or it has inquiries from new 
prospects, or it gets leads in other ways. Then, when 
information and instructions are passed on to the man in 
the field, it is up to him to follow them, right or wrong. 
He may not 
know about, but he certainly is responsible after he has 
been advised.” 

“But look at my grumbled Frazer, still un- 
convinced. “What the devil is the good of a day wasted 
the way I’ve got to waste most of one tomorrow ?” 

“Well,”” the manager announced, he 
and dusted some ashes from his clothes, “I'll say this 
much, Mr. Frazer: You would waste the time if you 
were to follow your letter of advice and go and see that 
prospect you mention. I came through his village today 
in my car, rather unexpectedly, having swung around 
this way after that letter was sent to you, and as your 
new sales manager, out looking over the field, I dropped 
in on that prospect and got his order for $365 in mer- 
chandise. I figured I would hand it to you tonight and 
tell you not to go and see him tomorrow. As it is, I guess 
I'll just send that order in myself and you will be saved 
the trouble of the trip and the house will save the amount 
of your commission. And we'll say no more about it 
because the joke is on you, as I think all these other 
men will admit.” 


be responsible for prospects he does not 
case,” 
sales 
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Plan Inventory Starvation 


This Bogey Man Should Be Given the 


Air Without Further Delay 


KENNETH G. MERRILL 


Vice-President, M. B. 


Two Vermonters entered the village store. 

“Hello Ed.” 

“Hello Bill,” replied the other. 

“Say Ed.,” said the first, “I’m pretty much tore up. I 
come in to the house this evening, after a nice peaceful 
day fishin’, and there was my wife lyin’ plumb uncon- 
scious in a pool of blood on the kitchen floor. Now it’s 
perty much of a shock to a feller, after a nice peaceful 
day of fishin’, to come ho fg 

“Say Bill,” broke in his friend, “tell me, how wuz the 
fishin’ ?” 

Hm-m-m! Sales Manager enters Purchasing Agent’s 
office, mopping his brow. “Say,” he says, ‘‘I had a shock 
this morning—here we are, peacefully taking inventory, 
and I find we lost our best customer yesterday. He came 
rushing in for some fittings and found we were out of 
them—naturally you’d cut way down on that size for in- 
ventory—and he got sore. Ho—hum! Seems like busi- 
ness is plumb gone to pot this month! And here we've 
been peacefully taking inventory and these fellows ig 

“Say Bill, how was the Inventory!” 

Let’s consider old man “Inventory Talk.” About Octo- 
ber 1st, this bogey man begins to slow up buying and by 





Skinner Co., Chicago 


November Ist it frightens business into a state of sus- 
pended animation for two solid months. 

The “inventory period” starves stocks to death at a 
time when business demands the heaviest feeding. No- 
vember and December should be the cream of the year 
but they’re getting worse and worse. Nothing moves 
but street 

Inventory Talk gives the whole house a two months’ 
vacation from creative work, at a time when it should 
be working the hardest. It throws a monkey wrench 
into the profit mill. It kills buying and poisons selling. 
It shoots the works. It raises, hell. 

I’ve no quarrel with inventory itself. 
help—everyone likes to be back in town during the holi- 
days—it should take about one week and that’s all. 

The banking side of the question is open—perhaps a 
good bank or the stockholders would rather see inventory 
show a _ sufficient stock to do business when 
should be best, than an exceptional bank balance for a 
few days. 

The business side of the question is plain 


cars. 


With plenty of 


business 


no one can 
All of 


and say it often. 


do twelve months’ business on ten months’ stock. 
us salesmen know this. 


Let’s say so 
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When You 
Want Pulleys 


2186 


STOCK SIZES 


Always 
Ready to Ship 





This booklet (Form 546) gives de- 
tailed dimensions of the “stock” 
Rockwood Paper Pulleys. Write for 
it TODAY, and ask for net prices. 
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Your Nearest 


ROCKWOOD 
PAPER PULLEY 
WAREHOUSE 


Now you can get the paper pulley business in your terri- 
tory without tying up one cent in stock. We carry the 
stock for you in Indianapolis and 15 other cities—2186 
different sizes of Rockwood Paper Pulleys—all ready 
to ship the day your order is received. 


Just wire, phone or write your nearest Rockwood Paper 
Pulley warehouse. There you will find finished pulleys 
from 2 to 14-inch diameters, in a complete range of face 
widths and in 1/16-inch shaft sizes. And you buy these 
pulleys at the attractive prices made possible by our 
quantity manufacture—thus permitting a good profit 
on every sale, without any investment in stock. 


These warehouses make it unnecessary for you to tie up your money 
in stock. They carry the complete range of “stock” Rockwood Paper 
Pulleys for your convenience —also offset keys which permit a pulley 
with one keyway to be used on a shaft having a different keyway. 
In ordering, give the diameter of pulley wanted, WIDTH OF BELT 
TO BE USED, shaft size and dimensions of the keyway in the shaft. 


BOSTON, MASSACHUSETTS, ROCKWOOD PAPER PULLEY STORES, Inc. 
Olmsted- Flint Company, Cambridge - Carries All Sizes from 2 to 14 in. dia. 
CHICAGO, ILLINOIS, ROCK WOOD PAPER PULL EY STORES, Inc. 
Chicago Electric Company, 740 W. Van Buren St. - Carries All Sizes from 2 to 14 in. d 
c ies OHIO, ROCKWOOD PAPER PULLEY STORES, Inc. 
The Doermann- Roehrer Co., 450-456 East PearlSt. - Carries All Sizes from 2 to 10 in. dia. 
CLEVELAND, OHIO, ROCKWOOD PAPER PULLEY STORES, Inc. 
The Strong, Carlisle & Hammond Co., 1394 W. Third St. Carries All Sizes from 2 to 14 in. dia. 
DENVER, COLORADO, ROCK WOOD PAPER PULLEY STORES, Inc. 
The Hendrie & Bolthoff Mfg. & Sup. Co., 1635 17thSt. Carries All Sizes from 2 to 8 in. dia. 
DETROIT, MICHIGAN, ROCKWOOD PAPER PULLEY STORE, Inc. 
Spaulding Electric Company, 1344-1346 Michigan Ave. Carries All Sizes from 2 to 14 in. dia. 
INDIANAPOLIS, INDIANA, ROCKW —_! PAPER PULLEY STORES, Inc. 
1801 English Avenue - Carries All Sizes from 2 to 14 in. dia. 
KANSAS CITY, MISSOURI, ROCKWOOD ‘PAPER PUL LEY STORES, Inc. 
Webb Belting Company, 1501 West Twelfth St. - - Carries All Sizes from 2 to 10 in. dia. 
LOS ANGELES, CALIFORNIA, ROCK WOOD PAPER PULLEY STORES, Inc. 
Illinois Electric Company, 313 S. San Pedro St. - - Carries All Sizes from 2 to 14 in. dia. 
NEW YORK CITY, ROCKWOOD PAPER PULLEY STORES, Inc. 
W.A. Jones Fdy & Machine Co.,Church and Murray Sts. Carries All Sizes from 2 to 14 in. dia. 
PHILADELPHIA, PENNSYLVANIA, ROCKWOOD PAPER PULLEY STORES, Inc. 
Charles Bond Company, 617 Arch St. - - Carries All Sizes from 2 to 14 in. dia. 
PITTSBURGH, PENNSYLVANIA, ROCKWOOD PAPER PULLEY STORES, Inc. 
Transmission & Belting Company, 325 Second Ave. - Carries All Sizes from 2 to 14 in. dia. 
SALT LAKE CITY, UTAH, ROCKWOOD PAPER PULLEY STORES, Inc. 
Capital Electric Company, 310.314 W. Second South St. Carries All Sizes from 2 to 8 in. dia. 
SAN FRANCISCO, CALIFORNIA, BUZZELL ELECTRIC WORKS 
532 Sansome St. Carries Most Sizes 2 to 14 in. dia. 
SEATTLE, WASHINGTON, ROCKWOOD PAPER PULLEY STORES, Inc. 
Seattle Hardware Company, 501 First Ave. South - Carries All Sizes from 2 to 14 in. dia. 
ST. — MISSOURI, ROCK WOOD PAPER PULLEY STORES, Inc. 
1 North Second Street - . - Carries All Sizes from 2 to 14 in. dia. 
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THE ROCKWOOD MANUFACTURING CO ; Indianapolis, Ind. 
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Cashing In on Department of Commerce Service 


One Leather Belting Company Reported to Have Received a Hal) 
Million Dollars’ Worth of Business as Result of Bureau's Help 


A leather belting company in California received busi- 
ness totaling half a million dollars as a result of assist- 
ance rendered by the United States Department of Com- 
merce through its bureau of foreign and domestic com- 
merce. 

A large firm of general exporters in New York last 
year obtained foreign business to the extent of $100,- 
000 as a result of the bureau’s assistance. The average 
return from 3,700 inquiries received by the bureau from 
American business organizations was $427 per inquiry, 
and on this basis it is estimated that the total of such 
business secured through the services of this branch 
of the government during the fiscal vear 1923-24 was 
over $529,000,000. The cost of running the bureau for 
the year was $2,600,000. 

Because mill supply manufacturers and distributors 
are paying a proportionate share of the expense of the 
upkeep of the Department of Commerce, and in view 
of the fact that such direct benefits as those related 
above are being received by manufacturers, some of them 
in the mill supply field, it may be worth while to pause 
and consider what the department of our government, 
ruled over by Herbert Hoover, is doing for American 
business. 

Shortly after Mr. Hoover accepted a position in the 
cabinet of the late President Harding, he looked around 
for the best sources of contact between his department 
and American business, and as one of these prime 
sources he decided upon the National Conference of 
Business Paper Editors, of which MILL SUPPLIES is a 
member. He invited the members of the conference to 
Washington, and at frequent intervals has met with 
them, and told them fully and frankly of the work which 
his department has been doing in behalf of the indus- 
tries served by the various publications. He has an- 
swered all questions put to him by the conference mem- 
bers, and has on many occasions sought their advice and 
counsel on important matters affecting business inter- 
ests. Following the most recent of these editorial con- 
ferences, a committee of editors secured detailed infor- 
mation regarding the activities of the department during 
the last three years, and has prepared a summary of this 
information for the benefit of American business men. 

Among the more tangible accomplishments of the De- 
partment of Commerce under Secretary Hoover are the 
following: 

The bureau of foreign and domestic commerce has 
been reconstructed and greatly expanded, with new ac- 
tivities of all sorts injected into its work. The new basis 
adopted is that of expert specialized attention to specific 
groups of commodities instead of the purely geograph- 
ical and technical basis that formerly obtained. 

Close cooperation between the bureau and trade asso- 
ciations has been established through the medium of six- 
teen commodity divisions. These divisions are now 
working hand in hand with more than 75 committees 
selected to represent industries and other economic in- 
terests. 

The division of commercial laws compiles and supplies 
information covering all legal phases of trading abroad. 

A domestic commerce division has been organized, and 
conducts researches on general problems, with the idea 


of assisting distributors in eliminating wasteful practices 
and cutting down costs. In addition to organizing this 
domestic commerce division, a great expansion program 
has been carried out in the work of the foreign service 
division, and the overseas personnel has been reorganized 
and increased. 

An average of 34,431 inquiries a week are now being 
handled by 43 cooperative offices or stations 
which have been located in the larger industrial and 
commercial centers of the country. 

The department had introduced several new forms of 
statistical service, has improved its “Commerce Reports,” 
and has undertaken the publication of a “Commerce 
Yearbook.” 

The bureau has answered during the last fiscal year a 
total of 1,236,326 inquiries on commercial subjects, an 
increase of 131 per cent over the demands for service re- 
ceived two years ago. 

The division of simplified practice, which was estab- 
lished in 1921, is one of the very valuable assets of 
American business, and its work has been particularly 
close to the mill supply field. It is this division which 
has been carrying on the work of simplification in indus- 
try, assisting producers and consumers to eliminate 
waste in production and distribution, and to reduce the 
varieties in sizes and dimensions in many fields. 

Another work which has been undertaken is the publi- 
cation of a biennial census of 


service 


manufacturers, which is 
carried out by the bureau of census. Summary statistics 
for most of the manufacturing industries are now made 
available to the public in less than a vear from the com- 
pletion of the canvass. 

The bureau of standards has greatly extended its use- 
fulness and scope. One of its new activities is a com- 
plete revision of government specification, which is now 
under way. 

The bureau of fisheries has also made rapid strides 
in establishing public confidence in its work. It has 
developed a national fisheries program, and has also been 
concentrating its efforts on the more pressing practical 
problems of fisheries. 

New problems incident to the rapid development of 
radio have been handled through the bureau of naviga- 
tion, and annual conferences have been started at which 
the various radio interests are represented. At these 
conferences are discussed subjects relating to the man- 
ner in which radio activities are to be conducted. 

One of the high lights in the Hoover program was 
the Conference on Unemployment which was held in 
1921. The resultant report on business cycles and un- 
employment is credited with having done much to curb 
the beginnings of a dangerous boom in the spring of 
1923. Since the report of the committee on seasonal 
operation in the construction industries, the Association 
of Railway Executives has started a program for elim- 
inating seasonal employment in the railroad service. 

One of the new activities will be an attempt to de- 
velop a distinct national policy of street and highway 
practice, which will serve as an accident prevention pro- 


gram and increase the usefulness of streets and high- 


ways. Secretary Hoover has issued a call for a “con- 


ference on street and highway safety,” to be held in 
































“LIGHTNING SPEED” 


Of strong, flexible material for 
high speed transmission oper- 
ating small pulleys, especially 
high speed machinery, i. e., 
wood working machinery, fans, 
motors, blowers and similar in- 
stallations. 


While the duck is very sturdy, 
yet it is unusually flexible and 
will conform to pulleys of small 
diameter. 


Our “Lightning Speed” Belt will 
hold fasteners of various types 
better than the average belt. 





Buffalo 




















“TRIPLE H” 


A thoroughly dependable friction 
surface belt for all general trans- 
mission purposes. 


The combination of duck and 
rubber built into this belt is based 
on knowledge of transmission re- 
quirements for all general oper- 
ating conditions. 


‘Triple H” has great strength 
and flexibility and will readily 
conform to the pulleys. Its use 
assures a steady uninterrupted 
production and preserves energy. 


HEWITT RUBBER COMPANY 


Factory and Executive Offices 


New York 
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December. Committees are now at 
liminary program for this conference. 

The lighthouse service during the past three years 
has developed and applied radio fog signals to naviga- 
tion, has improved the mechanism for identification of 
aids to navigation by mariners, and has developed ap- 
pliances for the automatic operation of lights and fog 
signals. 

The stabilization of the coal industry is believed to 
have been brought several steps closer through the ef- 
forts to encourage coal storage, and the efforts to make 
wage agreements run for long periods. 

These are some of the accomplishments which the 
business paper editors found in the Hoover administra- 
tion. In addition to these tangible achievements, Sec- 
retary Hoover has interested himself in the idea of in- 
dustrial self-government, by which the business world 
may develop and enforce its own standards and thus stem 
the tide of government regulation. 

The general public is little aware of the importance 
of the work which is now being done by the bureau of 
standards. As an aid in extending the use of specifi- 
cations in the purchase of materials, and in bringing 
about greater uniformity in those in use for the same 
material, the bureau began last year the preparation of 
a dictionary, or handbook, of specifications, in which will 
be published references to all the more important speci- 
fications in general use for the purchase of supplies, in- 
cluding the standard government specifications and many 
others which are widely used. 


work on the pre- 





In connection with the elimination of waste in indus- 
try, the bureau of standards has been making investi- 
gations. A complete study of automobile engine per- 
formance is being carried out. It is hoped that this 
study will result in the lowering of gasoline consump- 
tion. A study of pipe corrosion is also being made, and 
also studies of the efficiency and safety of domestic gas 
appliances. It has already been demonstrated that many 
appliances now in use are operated at very low efficiency 
and generate dangerous quantities of carbon monoxide. 

In the field of building construction tests are being 
made with a view to reducing the amount of material 
used unnecessarily, and to improving the durability of 
building construction. Tests are being made in the air- 
craft industry to develop lighter and stronger structures. 

Among the other investigations of interest to indus- 
try are the following: research on electric batteries; 
measurements of thermal conductivity; study of sound 
transmission in structural materials; tests on the power 
loss in automobile tires and their durability in service; 
the heat retaining properties of blankets; the use of 
American clays in paper making; utilization of sugar 
refinery wastes; study of dental inlay technique; stand- 
ardization of gages; dye chemistry; fatigue 
failure of metals; investigation of welded rail joints; 
study of synthetic tanning materials; investigation of 
a process for making leather from hogskins; corrosion 
of metals; high speed tool steels; pottery, glass and en- 
ameled metals; quick setting lime; platinum purifica- 
tion and methods of producing hydrogen. 


tests on 





Three Billion Dollar Industry 


lutomobile Manufacturers Eimploy Quarter 


Few mill supply men in the hustle and bustle of every 
day business life stop to realize what the ever increasing 
stream of motor cars really means in terms of industrial 
activity. The almost incomprehensible jump of the auto- 
mobile from the luxury to the necessity class has been 
accepted unquestionably by a public quick to grasp the 
utility of modern devices, without pausing long to dwell 
on the causes or effects of the sudden changes which have 
been wrought. 

Because this unparalleled development of the motor 
industry has been a most potent factor in the expansion 
of the mill supply field, it should be of interest to study 
the data concerning this industry. 

The output of motor vehicles of all classes, including 
chassis, in the year 1923, totaled 3,890,134, with a value 
of $2,611,447,430. The production included 3,472,420 
gasoline or steam driven passenger vehicles, including 
chassis, valued at $2,277,800,046; 12,878 public convey- 
ances, valued at $24,667,251; 1,192 government and mu- 
nicipal vehicles, valued at $10,051,776; 402,408 business 
vehicles, including chassis, valued at $295,868,451; 1,236 
electric vehicles, valued at $3,059,906; and 11,191 trail- 
ers, valued at $4,233,069; together with other products 
valued at $547,647,375, making a grand total of $3,163,- 
327,874. This total represents an increase of 89.3 per 
cent as compared with 1921 figures, the last preceding 
census year. 

These figures relate to the production of manu- 
facturers whose principal products were assembled motor 
vehicles. They do not include data for the production 
if establishments engaged primarily in the manufacture 
of bodies, parts and accessories for motor vehicles. The 


of a Million Wage learners 


values given are on the basis of f. 0. b. factory. 

Turn now to the data relating to the location of the 
factories connected with the motor industry. We find 
that of the 351 establishments which were reported in 
the census, 54 were located in Michigan, 46 in Ohio, 32 
in Illinois, 30 each in Indiana and New York, 28 in 
California, 26 in Pennsylvania, 20 in Wisconsin, 14 in 
Massachusetts, 11 in Missouri, 9 in New Jersey, 6 each 
in Minnesota and Iowa, 5 each in Connecticut, Texas and 
Washington, and the remaining 24 in Colorado, District 
of Columbia, Georgia, Kansas, Kentucky, Louisiana, 
Maryland, Nebraska, New Hampshire, North Carolina, 
Oklahoma, Oregon, South Carolina and Tennessee. 

The previous census, that of 1921, showed that there 
were 385 establishments in the industry. The decrease, 
we are told, is due to the fact that while there were 63 
new establishments listed in 1923, there were 97 omitted. 
Of these latter, 48 had gone out of business, 28 were idle 
throughout last year, 14 which had been engaged pri- 
marily as automobile manufacturers two years before 
had gone into other lines, five were not engaged in manu- 
facturing during any part of the year and the remaining 
two reported products valued at lesS than $5,000. 

Now consider the employing power of the industry. 
The average number of wage earners employed in 1923 
was 241,356, an increase of 68 per cent over the num- 
ber of workers in 1921. The wages paid amounted to 
$406,730,278, as compared to $221,973,586 in 1921. The 
cost of materials, including fuel, amounted to $2,147,- 
163,352, and increase of 94 per cent over 1921. The in- 
dustry used 441,945 horsepower and consumed 1,797,920 
tons of coal. 
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One time on and on to stay. Crescent 
Belt Fasteners “Stay Put”. No worry, 
loss of time, labor or production. 
Nothing to wear or cause noise on 
the pulley side. A “Crescent” joining 
is eficient and economical. Crescent 
Belt Fasteners and a hammer make 
any kind or type of Belting endless. 
Write for “Belt Joining” Booklet. 
Crescent Belt Fastener Company, 


247 Park Avenue, New York. 


CRESCENT 
BELT FASTENERS 
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Finding Markets for Selling Speed Reducers 


Hide Range of Adaptability of These Motor Supplements Makes Them 
Cnusually Destrable Line for Mill Supply Distributors to Handle 


H. A. SPARROW, M. E. 


The Robert June Engineering Management Organization, Detroit 


To the mill supply dealer, the possibilities of speed 
reducers as a dealer proposition is practically unlimited. 
Every milk factory and plant is a prospect. The economi- 
cal advantages, the outstanding features and the dollars 
and cents value of speed reducers may be calculated in 
advance and to this extent their worth is tangible. 

The electric motor is universally recognized as the 
most economical and efficient means for’ insuring 
increased and improved production in varied branches 
of industrial service. Rapid advancement has_ been 
made in the design and standardization of electric 
motors and their use has become quite general in recent 
years. 

A necessary requirement to supplement the motor is 
a durable speed reducer, to give speed reduction of motor 
in the most efficient way and operating conditions free 
from the difficulties arising in other forms of power 
transmissions. 

In the past, motor speed reduction was quite generally 
accomplished by pulleys, belts, ropes, open gears, chains, 
or a combination of such devices. Many objectionable 
features accompanied these methods, a few only being 
mentioned here, such as belt and rope slippage, stretch 
and tension, causing loss of power and excessive bearing 
loads; also open gears and chains frequently driven at 
high velocities, with insufficient lubrication, often result- 
ing in rapid deterioration. 

All such devices, in general, occupy considerable space, 
produce bending or flexural stresses in the driving and 
driven shafts, as well as heavy loads on the bearings and 
supports. They are more or less inefficient, and if not 
carefully guarded, are a constant source of danger on 
account of the exposed rapidly moving parts. 

Keeping pace with the development of the electric 
motor and the increased use of electrical power in indus- 
trial plants, the manufacturers of speed reducer units 
have made available the use of standard, commercial 
high speed motors without the disadvantages which in 
former times were customary, in the process of stepping 
down motor speeds. 

These modern speed reducing units are, in general 
appearance and size, similar to the electric motor. They 
contain an arrangement of gears whereby the speed 
of the driving unit is reduced to whatever desired speed 
is required for the driven unit. By different arrange- 
ments of the gears, ratios of from 21% to 1 up to 4000 
to 1 and even greater are obtained. The entire train 
ot gears is incased in a housing which provides for 
the moving parts to operate under favorable conditions 
in an oil bath. 

The conventional assembly of a speed reducing set is 
to have the reducer interposed between the motor and 
driven unit. ~A high speed flexible coupling connects 
the motor shaft to the high speed reducer shaft, per- 
mitting the armature shaft of the motor, while operating, 
to float freely in its bearings. A low speed flexible 
coupling connects the low speed reducer shaft to the 
shaft of the driven unit causing rotation at any pre- 
determined speed to suit the requirements. A_ bed 








plate is generally used for mounting both the motor 
and reducer, making the set self-contained. It not only 
gives a pleasing appearance to the final assembly, but 
assists materially in establishing and maintaining proper 
alignment, as well as providing a substantial support 
for the machinery. 

That the industrial plants of the country are alive 
to the advantages and the wide range of adaptability 
of the speed reducer are shown by the increasingly large 
number of installations of this type of equipment, for 
both old and new work. In cement mills, where it is 
desired to operate slow moving grinders and mixers, 
where belts and gears have to operate under most 
unfavorable conditions, due to the excessive amount of 
dust and dirt, or in automobile factories, to operate slow 
moving conveyors; in machine shops, to furnish correct 
speed for machines; in paper mills, textile mills, ete., 
you will find speed reducer units giving a service that 
is indispensable. 

In fact, speed reducers are in successful use in such 
places as the following: 


Cement mills, paper mills, textile mills, steel mills, 
paint mills, brick plants, foundries, big mail order 
houses, packing houses, automobile factories, tractor 


factories, ore refineries, excavation work, glass factories, 
for operating mechanical stokers, conveyors, elevating 
machinery, car pullers, car loaders, hoists, freight and 
passenger elevators, agitators, mixers, crushers, coal 
pulverizers, and countless other places, too numerous to 
mention. 

Today the works manager, superintendent, chief 
engineer and master mechanic all realize that when 
installing new machinery, efficiency and safety are of 
prime importance. They know that maintenance and 
working life must be considered along with first cost. 
The ability to operate continuously without expensive 
delays and costly repairs and replacements represents a 
vital saving. Continuity of service has a_ stabilizing 
effect while frequent interruptions are demoralizing to 
the whole force in general. 

Hundreds of engineers, operators and users have 
checked up on these various points and are unanimous 
in declaring that speed reducers are the most economical 
drive, when all factors are taken into impartial 
comparison. 


—?— 
The Sand Paper Industry 


Mill supply distributors play an important part in the 
distribution of abrasives. They will, therefore, find 
more than ordinary interest in the fact that last year 
the manufacturers of sand and emery paper and cloth 
manufactured products valued at $13,753,079. This is 
an increase of 112.8 per cent over the output of this 
same industry in 1921. There were 14 establishments 
engaged in the industry, four of them being located in 
New York, three in Pennsylvania, and the others in 
Illinois, Maine, Massachusetts, Minnesota, New Jersey 
and Wisconsin. 



































"Made for maximum service 
not merely the average 
























Satisfying 
Your 
Customers 


The satisfactory service given by 
Jenkins Valves has resulted in 
wide-spread confidence in their 
dependability. 


Their record for being consis- 
tently good valves is also your 
assurance that they will satisfy 
your customers. 


Throughout your locality the 
valve buyers are constantly told 
of the merits and advantages of 
“Jenkins” Valves through adver- 
tising in publications reaching 
valve buyers in all trades, indus- 
tries and professions, by direct 
mail circularizing, and by Jen- 
kins service representatives. 


This co-operation makes it easier 
and better for you to sell “Jen- 
kins.” Buyers are aware that you 
are selling dependable goods. 
The service given by Jenkins 
Valves helps maintain customer 
satisfaction. 


JENKINS BROS. 


80 White Street New York, N. Y 
524 Atlantic Avenue Boston, Mass 
133 No. Seventh Street Philadelphia, Pa. 
646 Washington Blvd Chicago, Ill. 


Always marked with the” Diamond" 
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What the jobber 
has the right 
to expect 


1 A line of rubber items sufficient- 
e ly complete to permit effectively 
supplying the requirements of the 
trade solicited. 


A quality of product uniformly 
p Ret. and capable of delivering 
service results that should reasonably 
be expected. 


A price basis inducing and mak- 
J. ing possible aggressive competi- 
tion with reasonable profit return. 


Freedom from competition from 

e his source of supply, either direct 

or indirect, among the trade covered 
by his day to day solicitation. 


Selling helps of reasonableamount 

e sothat his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


QO 


These are the five points of the Republic 
Sales Policy which was announced early in 
1924. 


Any Republic representative will bring you 
proof of Points 1, 2 and 3. 


Republic’s attitude towards your cause is 
clearly defined by the published pledge in 
Point 4. 


The selling helps mentioned in Point 5 are 
new, effective and expressly for the jobber. 


If you are not thoroughly familiar with the 
Republic proposition, ask one of ourrepresen- 
tatives about it. When he has explained it 
in detail, you will see why jobbers all over 
the country give it their unqualified en- 
dorsement. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


REPUBLIC 


BELTING’ PACKING 
* HOSE - 
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Mill Supply Interest In Illinois Exposition 


Chicago Pulley and Shafting Company Had Display at Big Show Which 


I] “as 


Several mill supply manufacturers were among the 
exhibitors at the first Illinois products exposition, which 
was staged in the new American Exposition Palace, 
Chicago, from October 9 to 18. The displays were 
arranged by the chambers of commerce of the various 
cities in the state, and as a result it gave visitors an 
opportunity to secure a vivid impression of what Illinois 
communities are doing along industrial lines. 

Among the communities represented at the exposition 
were: Abingdon, Anna, Belleville, Belvidere, Blooming- 
ton, Cairo, Chicago Heights, Chicago, Cicero, Danville, 
Decatur, De Kalb, Des Plaines, Elgin, Galesburg, Harvey, 
Jacksonville, Joliet, La Salle, Lawrenceville, Moline, 
Naperville, Ottawa, Park Ridge, Pekin, Peoria, Rockford, 
Rock Island, Quincy, Springfield, Svcamore, Springfield, 
Spring Valley, Waukegan and Wood River. 

One of the most pretentious displays was that of the 
Chicago Pulley & Shafting Company, Chicago, which had 
a moving exhibit demonstrating power loss by friction. 
Three lineshafts, one with babbitted hangers, one with 
roller bearing hangers and the third with ball bearing 
hangers, controlled by friction clutches, were in opera- 
tion. Each shaft was working against an equal friction 
load, and the amount of power consumed by each shaft 
working alone was indicated on an electric meter. 

The Speednut Wrench Mfg. Co., Chicago, demonstrated 
its new wrench, and attracted widespread attention. A 
board containing a variety of sizes of nuts was secured 
to the counter of the exhibit booth, permitting the 
demonstrator to show the applicability of the new wrench 
to any or all of the nuts. 

J. D. Wallace & Co., Chicago, had an exhibit of bench 
joiners and other woodworking machines, some of them 
in operation. The Rock Island Mfg. Co. displayed some 
of its vises in the booth devoted to Rock Island industries. 
Crane Co., Chicago, and H. Mueller Mfg. Co., Decatur, 
each had large and attractive displays of their plumbing 
goods. The Interstate Iron & Steel Co., Chicago, 
exhibited samples of rivets, carpet tacks and other 
kindred products. Elgin Tool Works, Elgin, displayed a 
line of lathes. A. W. Cash Co., Decatur, exhibited pres- 
sure regulating valves, K. I. Willis Corp-, Moline, a com- 
plete set of electric welded elevator cups, and Damascus 
Steel Products Corp., Mechanics Tool Co., and Estwing 
Mfg. Co., all of Rockford, exhibited small tools. 

The chief interest in this exposition from the mill 
supply point of view is not in the fact that there were 
some mill supply manufacturers among the exhibitors. 
It is rather because the exposition brought into the 
limelight of publicity the standing of the state of Illinois 
in the industrial field. 

In this connection it is worth noting that in the exposi- 
tion number of the Illinois Journal of Commerce, William 
Butterworth, president of Deere & Company of Moline, 
one of the leading manufacturers of agricultural machin- 
ery in this country, predicts that Illinois will be the 
chief manufacturing state of the union within the next 
decade. He further asserts that within that period also 
the state will have a population of not less than 12,000,- 
000, that ocean ships will load and unload at outer 
Chicago wharves, and that great industries will be 
located along the line of the sanitary canal and the 


Held for the Purpose of Exhibiting State's Industrial Prowess 


Mississippi and Illinois rivers. Mr. Butterworth further 
stated: 

“There will be a greater spread of industrial activity 
over the state, with improved highways, waterways and 
the development of aeronautics. Every nook and corner 
of Illinois will hum with manufacturing enterprises. 
Steam railroads will be electrified in the interest of 
speedier and more economical transportation. The pres- 
ent ambitious program of hard roads will look small 
compared with future highway development forced by 
the needs of multiplying motor trucks and passenger cars. 
It is generally believed that many new iron and steel 
plants will be opened in Illinois following voluntary relin- 
quishment of the ‘Pittsburgh Plus’ basis of prices, and 
many thousands of employes will be added to Illinois 
industrial plants. 

“Tllinois has already reached the position of the third 
manufacturing state, surpassed only by New York and 
Pennsylvania temporarily due to their seacoast advan- 
tages. The value of our manufactured products in .919 
amounted to $5,425,244,694 with $3,366,452,961 ~ Wested 
capital. Over 300,000 persons were employed, receiving 
considerably more than a billion dollars in wages. Al- 
though this was an abnormal industrial development due 
to the war, careful estimates indicate that the state has 
caught up with war time expansion, taken up the slack 
and is now on a substantial basis with estimated value 
of products, capitalization and number of employes ap- 
proximately what it was in the peak period of industrial 
expansion.” 

Any mill supply manufacturer who visited the exposi- 
tion and studied the products exhibited and literature 
distributed by the representatives of the different com- 
munities in Illinois, must have been impressed by the 
coming importance of comparatively small cities in the 
industrial world, and the ever growing difficulty of 
covering the industrial establishments of this country 
thoroughly except through the services of the mill supply 
distributors. 

——__—_-—=> - 


RADIO INDUSTRY’S VALUE 


Vo Less Than 290 Manufacturing Establishments Were Engaged 
Last Year in Turning Out Apparatus 


The value of the radio industry as a consumer of mill 
supplies becomes apparent from a study of production 
figures covering that industry. Last year, so we are 
informed, no less than 290 manufacturers were engaged 
in turning out radio apparatus, including loud speakers, 
head sets, receiving sets, transmitting sets, transform- 
ers, rheostats, lightning arresters and miscellaneous 
parts. The total value of the products manufactured by 
the industry amounted to $43,460,676. 

Examining more closely into the activities of the radio 
manufacturers, one finds that there were produced dur- 
ing 1923, 1,889,614 head sets valued at $5,352,441; 
508,001 loud speakers, valued at $5,620,961; 414,588 re- 
ceiving sets of the tube type, valued at $12,065,992: and 
116,497 receiving sets of the crystal type, valued at 
$550,201. In addition, 2,601,575 radio tubes, valued at 
$4,572,251, were manufactured. The value of miscellan- 
eous parts manufactured amounted to $14,284,330. 
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80% More Power 


transmitted for same width 


10°", Less Width 


for transmitting same power 





Pick out the spots where yow’re losing power and put on 


“TENTACULAR” 


The Suction Belt which makes Slippage Impossible 


PATENTED AUG. 7th, 1923 


We have prepared an interesting booklet which tells all about this re- 
markable invention in Belting Construction. May we send you a copy? 


Alexander Brothers 


Vanufacturers and Sole Licensees for the United States and Canada 


14 SOUTH STREET - PHILADELPHIA 





























You Ought to Know This Pump from “A” 


A thorough knowledge of the construction points 
of this Deming “Straight Line” Working Head 
{ (Fig. 1717), will convince you that sizable profits 
rar # y for you can be built up on those points. The 
, distinctive “straight line” construction insures 
minimum wear, long life, and satisfied custom- 

ers. Note the accessibility of ALL the parts. 
This pump is built to withstand hard service and plenty ot 
it. Write for full specifications and you will admit the 


Deming “Straight Line’’ Working Head HAS NO COM 
PETITION! 


Complete Pump Catalog On Request 


THE DEMING COMPANY, Est. 1880 
SALEM, OHIO 


The nearest distributor will co-operate with you for 
mutual protic 


tSALTIMORE 


KANSAS CITY. | 
LOUISVILAS ‘ 
PHILADELPHIA. W 
PITTSRURGIL | 
RICHMOND, s 

SAN FRANCISCO 
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Will Make It Annual Affair 


Link-Belt Company Holds School for Distributors’ Salesmen 


For years manufacturers have recognized the value of 
bringing their own salesmen to the home office or fac- 
tory for a few day’s visit and conference each year. 
Sales conferences and “sales schools” for 
the sales staff are now common practice. 

Also, where a manufacturer’s product is marketed 
through jobbers or distributors, many such manufac- 
turers have realized the money value of keeping the 
distributor’s sales staff fully informed regarding changes, 
talking points or developments made in their products. 
For the most part, however, this informative work has 
been carried on by mail,—letters, sales bulletins, cata- 
logs, house organs, etc. Several of the larger manufac- 
turers, furthermore, periodically send representatives to 
the jobber’s or distributor’s headquarters, where they 
talk or lecture to the sales staff, answering questions, 
straightening differences or misconceptions, and educat- 
ing in general. All this has accomplished much for the 
mutal benefit of jobber, distributor and manufacturer. 

Now, the Link-Belt Company of Indianapolis has 
adopted a new plan of bringing their distributors’ key 
men to their factory. Here these men may see the prod- 
ucts in process of manufacture, listen to prearranged lec- 
tures, and become more fully acquainted with general 
manufacturing products, policy and personnel. 

The Link-Belt Company allows each distributor to select 
the salesmen for attendance at this “School on 


members of 


Manu- 


facture,” the Link-Belt Company paying all expenses in- 
cident to the three-day visit, except the value of that 
salesman’s time. 

On August 25-6-7, the Link-Belt Company held such a 
school at their Ewart Works in Indianapolis, under the 
direct supervision of George Torrence, sales manager, 
assisted by various department heads from the two In- 
dianapolis plants, S. L. Haines of Philadelphia works 
and Walter Ostrand from the Chicago plant. 

Those in attendance represented fourteen distributors, 
specializing in almost every industry. These men toured 
the factories, witnessed the many processes of manu- 
facture, listened to lectures and talks, stood “round- 
table’”’ quizzes on subjects of interest, and learned in a 
general way of Link-Belt policies. 

The second day was closed with a fine dinner at the 
Country Club, at which Alfred Kauffmann, president 
of the company, in conjunction with several other offi- 
cials, talked. The three-day school closed at 5 P. M., the 
evening of Wednesday, Aug. 27. 

In commenting on the “School on Manufacture,” Mr. 
Torrence said: ‘We are very much encouraged over 
the results of this school. Extremely flattering ~ .. the 
interest and keen attention displayed by these sen who 
are not on the Link-Belt pay-roll. We expect to see an 
almost immediate response from this schooling in the 
way of increased volume and number of orders.” 





AROUSES INTEREST IN SAFETY 
National Safety Congress Adopted Resolutions Urging Develop- 
ment of Accident Prevention Devices 
National problems of accident prevention in America 
affecting industries, railroads, mines, schools, homes and 
the general public were given close study at the thir- 
teenth annual safety congress of the National Safety 
Council, which was held at Louisville September 29 to 
October 3. Approximately 3,500 attended the congress. 
The following resolution on industrial and public safety 

were adopted by the congress: 

“Industrial safety resolution—Whereas, the problem 
of preventing industrial accidents has come to be recog- 
nized as fundamentally a problem of changing personal 
habits and attitudes, and therefore has become a broad 
social problem, as well as a matter of working conditions 
within an industrial establishment, and 

“Whereas, the history of the safety 
demonstrated that permanent progress in 
vention been uniformly favorable periods of 
Vvears under conditions of increasing efficiency, therefore, 


be it 


movement has 


accident pre 


has over 


“Resolved: That the National Safety Council in its 
thirteenth annual congress assembled in Louisville urges 

“1, Careful study of the fundamental causes of pos 
sible industrial accidents and the development and imme 
diate application of effective preventive measures. 

“2, The adoption of the principle that industrial safety 
cannot become permanently established in our shops until 


we have community wide interest in safety and thus 
reach the employes in their home and public life. 
“3, The development of industrial equipment and 


processes along lines of inherent safety for the double 
purpose of eliminating accident hazards and increasing 
production efficiency. 


“4. The education of all workmen and their supervisors 


in methods and habits of safe operation and that the 
management lend its influence to the success of the edu- 
cational program. 

“5, That the industries of America be accorded the 
thanks of a grateful nation for their unswerving support 
during the past decade of the safety movement, with its 
attendant conservation of life and property.” 

<-> -« 
BLUEFIELD HARDWARE CO. 
Stated Its Banks Supply 
Bluefield Supply Co. Was Taken Over 


Through Error We Purchase by Co. 


In the October issue of MILL SUPPLIES was carried the 
story of the purchase by the Banks Supply Company, of 
Huntington, W. Va., of the majority of stock of the 
Miller Supply Company, also of Huntington. It was 
stated in that article that the purchase included the 
Miller subsidiary companies, the Miller Hardware Com- 
pany, of Logan, W. Va., and the Bluefield Hardware 
Company, Bluefield, W. Va. The latter company 
never involved in any way in this deal, as the company 
taken over was the Bluefield Supply Company. Just 
this error occured our records do not reveal. Both com- 
panies are well known to the editors and publishers of 
MILL SUPPLIFS, and it was just one of those unfortunate 
and not to be explained errors that the word “Hardware” 
was used in the title instead of the word “Supply.” 

The Bluefield Hardware Company was incorporated in 
1898, has a capital of $250,000, travels ten men, carries 
a stock of a quarter of a million of dollars, and deals in 
mill, steam, mine, hardware and electrical supplies. The 
president, treasurer and manager of the company is E. 
A. Leonard, Jr. 

It seems 


was 


how 


unnecessary to say that we greatly regret 
the error, although it is very well known that the Blue- 
field Hardware Company was never controlled by the 
Miller interests. 
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PYOTT. 





TEREUOOERAEGRRGEROGRORS 


When Stock Pulleys Do Not Fill the Bill, 
Turn to the Pyott Catalog. You'll Find 
It There. 


There is no cast iron pulley that 
PYOTT cannot make. For instance, the 
illustration below is Fig. 7 in our cata- 
log, and shows a Red Face Pulley 144 
in. diameter by 50 in. face, split, double 
arm, weight 21,000 pounds, moulded and 
machined complete in the Pyott plant. 





Twenty-two Years 
of Service Without Oil 


This Arguto Bearing was in con- 
stant use on the countershaft of 
an 18-inch Lodge & Davis engine 
lathe for twenty-two years—and 
when taken down showed only 
-.0124” wear, with not a cut or 
scratch and an inner surface pol- 
ished like a mirror. 
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ie many extras which may be had in 
k ott Red Face Pulleys include extra large 
bores, key seat with set screw, special bal- 
ancing for high speeds, any diameter, offset 
and split arms, offset, clamp and extra 
length hubs, flanging, babbitt and bronze 
bushing, web center, pulleys of extra weight, 
double and extra high crowns, odd bores, face 
covering of leather, canvas or rubber, etc. 


SEEOREGHAGORREOOR PARES 


This indicates the completeness of Pyott 
transmission service. During our quarter century of 
operation practically every variation of cast iron pulley 
has been made in our plant. 
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For the supply trade, however, our main line consists 
of stock goods in pulleys, sheaves, sprocket wheels, 
moulded tooth gears, and fly wheels. Our catalog covers 
these lines completely and assists in placing orders. A 
copy is yours for the asking. 
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ARGUTO 


BUSHINGS & BEGRINGS 
at but a fraction 
of the cost, from 
actual statistics, 


PYOTT FOUNDRY COMPANY 


Sangamon St. and Carroll Ave., Chicago 
301 Jackson Bldg., Buffalo 
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Red Face 
Cast Iron Pulley 
144 in. diameter 
50 in. face 
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(Cbituary , ») 


Henry Robinson Towne, fifty-six vears ago principal 
founder of the Yale & Towne Manufacturing Company, 
passed away at his New York home on October 15th 
after a two weeks’ illness. He was in his eighty-first 
vear, and succumbed to the general infirmities of age. 
Mr. Towne leaves a son, John Henry Towne, who is | |] 
secretary-treasurer of the company, and two grandsons, || 
J. Meredith and Frederick Talmadge Towne. Another | j]| 
son, Frederick, died in 1906 while general superintendnt | |]! 
of the Stamford works. His widow, Constance Gibbons 
Towne, survives. Mr. Towne was at his summer home 
in Litchfield, Conn., when late in September he suffered 
from a heart attack. Rallying, he was taken to New | — ; 
York October 15th, but died early in the evening, the rene 7 | 
result of fatigue. Standard J 
Equipment 
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UNITED STATES 
| Portable Electric 


DRILLS 


Type CU D—% 
in. for direct or 
alternating cut 






















Mr. Towne’s will sets aside six thousand shares of | | 
company stock as a trust fund, with a market value of | | 
about $450,000, for the erection of a service building for || 
the welfare of employes. The will disposes of several | | 
millions of dollars, the bulk of it to his son during his | | 
life, then forming a residuary bequest to establish mu- | 
seums of peaceful arts, or industrial museums for the | | 
people of New York City. Fifty thousand dollars is set | | 
aside by the will as a publicity fund to educate the ] | 
people concerning industrial museums in Europe. 

Henry Robinson Towne was born in Philadelphia in 
1844. His father was John Henry Towne, a partner in 
the firm of I. P. Morris, Towne & Company, owning and | 
operating the Port Richmond Iron Works. After finish- | 

| 


, e es 
Known quality, low prices 
bring you the business 

with the U.S. line | 

ing an academic course of study, Mr. Towne entered the 

University of Pennsylvania, but at the outbreak of the 

war in 1861 he entered the drafting room of the Port | 

Richmond Iron Works. At the age of 21 he became act- | 

ing superintendent of the works. He later went abroad | | 

and took a course in physics at the Sorbonne, Paris. | 

In 1868 Mr. Towne formed a partnership with Linus | | 

Yale, whose lock factory then employed thirty-five men. | 
The principal business of the factory at that time was 

making bank locks. Here began what is now the Yale 

& Towne Manufacturing Company. Mr. Yale died in i} 

| 

| 

| 

| 

| 

| 

| 


As a merchandising man, you know 
| the value of these two selling features, 
Hi associated with any tool. You don't 
have to “talk your head off” to sell it-— 
it has the prospect’s preference before | 
he comes to buy. 














Electric Drills is known wherever 
holes are made—good mechanics 
praise them as they do their pet 
“mikes.” This user acceptance means 
| “prospect preference” and coupled with 

| the new reduced prices of the U. S. | 
line, means sure sales and profits. Ask 


1868, and ever since Mr. Towne has controlled and 
directed Yale & Towne activities. While Mr. Yale was 
an ingenious inventor of locks, Mr. Towne amplified his 
radical departure from previous types of lock construc- 
tion, and entered new fields. Normally the Yale & Towne 
factory employs more than three thousand men, and the 


| 
| The high quality of U. S. Portable 
| 





output is approximately twenty-five thousand locks a day. your jobber. 
Yale & Towne chain blocks and other material handling 
equipment are also manufactured. It is stated that | Write us for catalog 21-P and new 
almost every important improvement in locks and lock- | dealer help entitled “handbook of 
making has come from the Stamford works of the | If} Portable Electric Drill Practice.” 
company. | 

Mr. Towne was a pioneer in improving sanitary condi | he UNITED STATES 
operative relations between employer and employe, not | ELECTRICAL TOOL CQ | 
only in the hardware and allied trades alone, but also in | CINCINNATI, OHIO, 
the greater field of business interests in New York City. of 0 
He helped promote the Chamber of Commerce of the | |] i Detroit Philadely 
United States, was one of the early members of the Amer- ree sine idee RaNteere 


ican Society of Mechanical Engineers, and was its presi- 
dent in 1888 and 1889. When the Federal Reserve Bank 
of New York was organized, he was elected a director 
in the Second Federal Reserve District. His contribu- 
tions to technical literature were many, though mostly 
relating to his own line of work. His modesty, despite 
wealth, prominence and public activities, was ever a not- 
able characteristic. In the passing of Mr. Towne the 
ndustrial world suffers a distinct loss. 
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tions in industrial plants. He actively promoted co- | 
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DEALERS—TAKE NOTICE! 











To any reputable dealer in an open terri- Let us help you build up your speed 
tory, the Palmer-Bee Company, manufactur- reducer business. Write us for any desired 
ers of Palmer-Bee Mill Type Speed Reducers information you might be interested in. 





assures you of a very attractive offer which 
will interest you. 


The neatness, compactness and rugged- 
ness of these units make a big appeal to prac- 
tical operating men. 


With nearly every mill and factory a pros- 
pect, you cannot serve the users of reduction 
units better than by recommending Palmer- 
Bee Speed Reducers. 




















Ask for Bulletin 282. Pat. 6-10-24. 


Other Patents Pending. 


PALMER-BEE COMPANY, DETROIT, MICH. 
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Never failing lubrication service is assured 
even under severe conditions 


by using 


“Hart” 
Force-Feed 
Oil Pumps 


Many records like the fol- 
lowing prove this: — ‘In 


guarantee to replace a 
defective part at any 
time. 


Ball check valves pre- 
vent back pressure so 







4 no steam or water can 
whi reach sight feed glass. 
7 Your costly investment 
in engines and other 
machinery deserves the 
best lubrication which 


is assured by the Hart 
Pump. 


use 16 yrs.—no repairs. 


| These records are made 
certain by doing all alloy- 
ing of metals, casting, 
machining, testing and fin- 
ishing in our own plant. 


Send for further details 
in Catalog No. 18-5. 


Such records have made 
possible our remarkable a 


eZ 
Sherwood Manufacturing Company 


Brass Founders aand Finishers 
sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 
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WORTH PASSING THIS ALONG 


Joseph M. Hottel Contributes Some Inspiration to the House 
Organ of The VW irthlin-Mann Company 

The Wirthlin-Mann Company, Cincinnati, in the 
September issue of its house organ devoted an entire 
page to publishing a letter and newspaper clipping which 
had been sent to George Alexander Mann by Joseph M. 
Hottel, secretary of the Delta File Works, Philadelphia, 
and the past president of the American Supply and 
Machinery Manufacturers’ Association. Because every- 
body who knows Mr. Hottel will appreciate the spirit 
that induced him to write the letter to Mr. Mann, MILL 
SUPPLIES passes on to its readers the following letter and 
article: 

“T found a little article, called ‘A Man’s Prayer,’ which 
is credited to the Herrington Sun; I am having it typed 
for you and believe it appeals to every four-square man 
that tries to be, or wants to be on the level in this life, 
and I am passing it on to you as being a fitting article 
for The Vivifier.” Here is the article: 

“Teach me that 60 minutes make an hour, 16 ounces 
a pound, and 100 cents a dollar. Help me to live so 
that I can lie down at night with a clear conscience and 
unhaunted by the faces of those to whom I may have 
brought pain. Grant that I may earn my meal ticket 
on the square, and in earning it I may do unto others 
as I would have them do unto me. Deafen me to the 
jingle of tainted money. Blind me to the faults of other 
fellows and reveal to me my own. Guide me so that 
each night when I look across the table at my wife, who 
has been a blessing to me, I will have nothing to conceal. 
Keep me young enough to laugh with little children, and 
sympathetic so as to be considerate of old age. And 
when comes the day of darkening shades, make the 
ceremony short and the epitaph simple: ‘Here lies a 


man. 
~<a ¢ 


CLEVELAND TWIST DRILL PLAN 
Bases Advertising Appropriation on the Number of Tools Sold 
Vultiplied by Fraction of Cent Per Tool 

In a recent issue of Printer’s Ink is contained an ar- 
ticle dealing with the methods in vogue among industrial 
advertisers in making annual appropriations for adver 
tising. Among the manufacturers, whose plans are men- 
tioned in the article, are two prominent mill supply 
manufacturers, the Cleveland Twist Drill Co. and the 
W. A. Jones Foundry & Machine Co. 

“The Cleveland Twist Drill Co.,” according to Printers 
Ink, “has evolved a method which is unique among the 
companies which replied to this question. ‘For a number 
of years,’ it reports, ‘it was the policy of this company 
to make no definite advertising appropriation for a given 
period of time, but rather to decide upon a minimum to 
cover contracts that had to be made in advance, and then 
to appropriate for various contingencies as they arose 
from time to time during the fiscal year. 

““At the present time our advertising expenditures are 
based upon our monthly sales of tools. We decided to 
take a fraction of a cent per tool sold, and use this for 
advertising. Thus we take this fraction of a cent per 
tool, multiply it by the number of tools sold in, say, 
August, and the result gives us the total amount of 
money available for advertising three months hence, or 
during the month of November.’ ”’ 

Here is the statement about the Jones company: “Vice- 
President Jones of the W. A. Jones Foundry & Machine 
Co., in a letter that deserves and will receive further 
quotation in connection with some of the other questions 
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at issue, makes the frank confession that while the com- 
pany makes an annual appropriation for advertising, the 
advertising ‘has always in the past exceeded the appro- 
priation.’ ” 

The general conclusion drawn by Printer’s Ink is that 
“the American manufacturer selling to industry, in his 
advertising policy, wishes to have a pretty definite idea, 
each year, how much his advertising is going to cost him 
for that year, but apparently also he does not want that 
cost estimate so rigidly adhered to that, as he would 
probably put it, he would run any risk of overlooking any 
good bets thereby.” 

<> e 


BIG ORDER FOR BELTING 
Graton & Knight Manufacturing Company Recently Sold Nearly 
20 Miles of Its Product to Long-Bell Mill 

The Graton & Knight Manufacturing Co., Worcester. 
Mass., manufacturer of leather belting, recently secured 
an order from the new Long-Bell lumber mill at Long- 
view, Wash., which necessitated the use of the hides 
of 795 steers. Reduced to units of one-inch single ply 
belting this order called for 94,436 feet. 

Some of the heaviest machines in the Long-Bell mil! 
are driven by leather belts. The two most important 
drives are a pair of 10-foot band-saws, which are belt 
connected from a 300-horsepower motor. The motor 
pulleys have a 86-inch diameter and a 30-inch face. 
These two drives are especially severe and each requires 
30-inch belts to pull the load. 

Two gang saws in the plant are driven by a 250-horse- 
power motor with a leather belt connecting the motor to 
the saw. The trimmers are driven by 10-inch leather 
belts. There are three 8-foot horizontal resaw units wit 
12-inch circular saws driven by a 200-horsepower motor, 
connected to each resaw with 24-inch leather belts. In 
addition to these drives, which are the most important 
ones in the mill, there are also a large number of auxil 
iary belt drives in all parts of the mill 

The order for the equipment was secured by H. M 
Jones of the Graton & Knight Manufacturing Co.’s Port- 
land, Ore., office. It is said that the belting was turned 
out by the factory in two weeks following receipt of the 
order. 
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Farm Machinery Moving 

The Department of Commerce announces that, accord 
ing to data collected at the annual canvass of manufac- 
tures of farm equipment, the total production of such 
equipment in 19283 was valued at $364,701,537, as com 
pared with $209,639,897 in 1922 and $328,040,783 in 
1921. The 1923 total represents increases of 74 per cent 
over 1922 and 11.2 per cent over 1921. The 
production of most classes of farm equipment in 1922 
fell below—in some cases far below—the 1921 totals, but 
the 1923 output exceeded that reported for 1921. Exports 
in 1928 more than doubled the foreign sales in 1922. 

or 6 
Plumbing Fixture’ Prices 

The wholesale prices of standard plumbing fixtures 
for a six-room house as announced for September to- 
taled $117.84 as compared to $118 in August, according 
to figures made public by the Department of Commerce. 
This is the lowest that they have been for many months. 
The prices of the individual items listed are as follows: 
bathtubs, $30.04; washstands, $15.18; water closets, 
$24.57; sinks, $22.83; laundry tubs, $13.03; range boil- 
ers, $12.19. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 


we - removed in an instant. 
cad 
; -F j i The VOGEL is the simplest and most durable frost- 
. J . proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 





























Trustworthy 


No other consideration enters the 
manufacturing processes which pro- 
duce the Roberts line. 


From master pattern to finished 
goods, every operation is carried out 
with a view to quality first. By 
this established policy the Roberts 
line is enabled to stand strictly on 








merit. 
Ford Triblocs are quality hoists— And you may be sure it will Lag — 
built to make friends and keep them. The in the long run to standardize on 
ard ps a sin” i and Roberts products. 


— Chain Block Conpeny 


2nd & Di nd Streets, Philadelphia, Penna 











ROBERTS BRASS MFG. CO. 


Vanufacturers of brass woods for steam, water, gas, gasoline, 






































air, oil and automotive use. 
g 
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AS TO PITTSBURGH PLUS 


The Federal Trade Commission Still Believes Its Abrogation 
Will Preve a Good Thing 


Now that the “Pittsburgh Plus” system of basing 
prices on iron and steel has gone into the discard, it is 
found that there are as many different opinions as to its 
present and future effect on prices as there are months 
in the year. The belief that the new plan would have 
adverse effect upon independent steel producers is not 
general, and this is especially true as it relates to the 
Federal Trade Commission group, that was responsible 
for the change. It will take some time to prove just 
what effect it will have on Pittsburgh plants, but it will 
with certainty improve the position of steel plants in the 
Chicago district. In the case of the United States Steel 
Corporation itself, it is generally acknowledged that the 
corporation had long been preparing for the abolition of 
the system, and with the strengthening of its plants at 
Gary, in the Duluth district and in Canada, it was not 
entirely unwilling to see the change come. 

The commission holds that the general result of the 
change will eventually be a large increase in the output 
of steel, owing to the favorable price changes that con- 
sumers generally will find adjusted to meet 
conditions. 


fairly local 
It is the expressed belief of the trade com- 
mission that steel plants today will not, during a normal 
time, find their production capacity too great for the 
demand in their localities. To any extent that the con- 
sumption of steel had been stifled by the application of 
the Pittsburgh increase in the 
production of steel will surely follow. It is understood 
that the Interstate Commerce Commission is investigat 
ing all of the short-haul rates on steel, preparatory to the 
expected filing of applications for the revision of rates 
by shippers of raw steel and steel products. 


plus system, an gross 


It is prom 
ised that rate revision cases filed by these shippers will 
be considered at the earliest possible date. 


o—>« 


WVACHINE TOOL BUILDERS 
Business Is Decided on An 
Educational Advertising Campaign 
The National Machine Tool 
cently held its twenty-third annual convention in Lenox, 
Mass. The association adopted a tentative plan for an 
educational campaign. 


Looking Up, and Manufacturers 


Builders’ Association re- 


Instead of raising a special ad- 
vertising fund, it was agreed that space in several lead- 
ing trade and technical publications should be donated by 
members of the association, and a score of manufacturers 
pledged themselves to give at least one page during 1925. 
that tool manufacturers 
would hereafter confine themselves to not more than two 


It was also decided machine 
expositions a year, one in the west and one in the east. 


Ernest Du Brul, general manager of the association, 
reported that since June there has been some slight im- 
provement each month in the machine tool business. He 
considered that manufacturers had entered on a normal 
upward business trend, which ought to progress at an 


increasing rate for some months to come. 


The following officers were elected for the ensuing 
vear: President, O. B. Ils, International Machine Tool 
Co., Indianapolis; first vice-president, Frank MacLeod, 


Abrasive Machine Tool Co., 


second vice-president, J. G. 


East 
senedict, Landis 
Co., Inc., Waynesboro, Pa.; treasurer, H. M 


m. Gag 
Machine 
. Lucas, Lucas 
Machine Tool Co., Cleveland; general manager, Ernest F. 
Du Brul, Cincinnati. 


Providence, 
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List 
Price 


$350 


In U.S. A. 
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Clipper Belt Lacer 


within the reach of every buyer 





Manufactured by 


Clipper Belt Lacer Company 
Grand Rapids, Michigan 


Anyone can lace a belt with the 
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GILBERT WOOD PULLEYS 
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Surpass All Others 





Whe re ( the ! Pulleys 
Fail 


Gilbert Pulleys 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 


ietroehe Ss 
Silica-Graphite Paint 
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Recommended 
or z r 
Smokestacks Sell a paint that will with- 





be Tanks stand wear and corrosion 
tridges . p 
Standpipes for a longer time than if a 
Boiler and “cheaper per gallon” paint 
Engine Roon were used 
Equipment . : 
And all other Dixon's Silica - Graphite 


exposed = metal Paint has for many years 
afforded better protection 
and complete _ satisfaction 
to its many users. Rec- 
ords in various fields tell of 
service of from five to ten 
years without repainting. 








Such records are possible 
only because of the lasting 
quality of the pigment, 
flake silica-graphite, and 
the vehicle, boiled linseed 


oil. 


Sold in ever 
increasing 
quantities 


Tt will pay you to write nou 
for Booklet No. 71B. which 
tells why Dixon's is a better 
paint, 


cvenmeenenaene a 1 JOSEPH DIXON 
. _ { CRUCIBLE CO. 

VICTOR SAW WORKS, Inc. t : a4 “ RE ate City, N. J. 
MIDDLETOWN,N.Y. || (REM ares Oo) <<" wahinn 


AVOID HACK SAW TROUBLE. WRITE FOR BOOKLET 






































78 When writing to Advertisers please mention Mitt Supp ies 


XUM 























XUM 











ome Ne IE — 


New Products and Improvements of Interest 


Toledo Pipe Threading Machine Co., Clayton ¢> Lambert, -llexander 


Bros., and Others Present Them- 

The Toledo Pipe Threading Machine Co., Toledo, O., 
has recently added a new six-inch tool to its line of pipe- 
threading devices. The new machine threads four and 
a half and five-inch, as well as six-inch, pipe, and four- 
inch dies and bushings may be ordered special when it 
is desired to thread this size of pipe. This new model 
utilizes a separate set of dies for each size pipe, this be- 
ing the same principle as is used in the company’s other 


Fi 





y 


NEW 6 INCH TOOL NEW TAPER PIN 


cutting machines. It weighs 136 pounds and is compact 
and portable. It may be operated easily by one man, and 
may be converted to a power drive and converted into a 
power machine. The Toledo Pipe Threading Machine 
Co., also recently made a change in the taper pins used 
in its No. 1 and 1-A threaders for one-inch to two-inch 
pipe. The taper pins now used are one-quarter of an 
inch longer than those formerly used, and the tapering 
surface is extended to the end of the pin, providing a 
simple means for cutting undersize threads when so 
desired. The only difference in operation is that to 
produce a standard thread, the taper pins must be set 
to project through the face of the die head one-quarter 
inch before cutting the thread. The new pins are marked 
with a line around the surface one-quarter inch from 
the top. 

Clayton & Lambert Manufacturing Co., Detroit, an- 
nounces that it has recently introduced a new permanent 
bronze finish for the tanks of its line of gasoline and 
kerosene blow torches. It is claimed that the new finish 
gives the torch a much better appearance and holds its 
natural lustre longer than a polished surface. It is also 
‘laimed that the new finish protects the tool and makes 
the tank more durable. The company has developed a 
process of electric tempering. After the metal has been 
tempered, the permanent bronze lacquer is then applied. 

The American Engineering Co., Philadelphia, has 
placed on the market a new electric monorail hoist 
which is designed to operate in a minimum headroom. 
This hoist is being made in half-ton and one-ton sizes, 
being smaller and lighter than the company’s other 
hoists. The outstanding feature of it is that the load 
hook can be drawn up until it almost reaches the rail. 
It is provided with automatic holding and lowering 
brakes, and a safety device to check the hoist and throw 
off the current when the upper limit of travel is reached. 
It is equipped with high duty roller bearings and auto- 
matic lubrication. It is claimed to have a factor of 
safety of at least five. The hoists may be used with 
either direct or alternating current. The motor may be 
removed for repairs without touching the load on the 
hook. 


All Are of Interest to Distributors 


The Hunter Saw & Machine Co., Pittsburgh, has 
placed on the market a new cut-off saw for cutting cold 
metal. The motor and saw blade are mounted on 
opposite ends of a tilting frame. The saw is driven by 
belt from the motor and an idler pulley is mounted in 
the frame to give a maximum belt contact on the arbor 
pulley, and with minimum tension. The saw arbor and 
the idler pulley are equipped with self-aligning, oil-tight 
ball bearings. The belt and saw blades are protected by 
steel guards. The belt guard may be removed for 
applying an endless belt without dismantling other 
parts. Screws are provided on the motor support for 
adjusting belt tension. A spiral spring and an adjustable 
cushioned stop are provided at the motor end of the 
tilting beam to return the beam to the proper height for 
cleaning the material cut. 
quadrant stop. 

G. M. Bartlett, 2533 College avenue, Indianapolis, has 


placed on the market a new angular transmission device 
designed to transmit power shaft 


The table has a graduated 
The machine weighs 1300 pounds net. 


between two ends 





NEW ANGULAR TRANSMISSION DEVICI 


while maintaining a uniform angular velocity ratio of 
one to one. It is applicable to any shaft angle up to 
something over a right angle, and is also designed to 
permit the transmission of motion between two parallel 
shafts, the center lines of which are some distance apart. 
As .a right angle drive, the device may be attached 
directly to the shaft ends. 


Alexander Brothers, Philadelphia, manufacturers of 
leather belting, have placed on the market a type of belt- 
ing under the name, “Tentacular.” Although the belting 
itself was first put on the European market in July, 
1920, it is only now being introduced into the United 
States, Alexander Brothers having secured the sole rights 
for this country and Canada. The new belting is made 
of a backing with a high tensile strength and of strips 
of specially made chrome leather attached to the backing 
by means of tubular brass rivets. It is claimed that this 
chrome leather has a remarkable power of adhesion, 
which is stili more increased by the vacuum formed on 
the inside of the tubular rivets when the belt is in contact 
with the pulley. Many unusual claims are being advanced 
relative to the power transmitting qualities of this 
belting. 
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Just mention a few of these in- 
stallations to your customers 
interested in roller bearings. 


10,000 Sells Roller Bearings have 
been installed in the Dodge Brothers 
plant. 


The entire 25 plants of the American 
Agricultural Chemical Company are 
equipped with Sells Roller Bearings. 


The United Shoe Machinery Com- 


pany uses Sells Roller Bearings. 


The Aunt Jemima Mills Company has 
installed them. 


The American Car & Foundry Com- 
pany uses them. 


So do Babcock & Wilcox; French, 
Shriner & Urner; The MacWhyte 
Company; the Borden Condensed 
Milk Company; and we will give you 
the names of hundreds of other con- 
cerns. Tell your customers to write 
to any of these. Ask what they think 
of Sells Roller Bearings. 


And remember that the Sells Bearing 
is part of the Royersford Complete 
Line embracing all transmission 
equipment. 





In territories where we are not repre- 
sented we will be glad to talk with deal 
ers. Address Martin G. Sperzel, Gen- 
eral Manager. 


Royersford Foundry & Machine Co. 
43 N. 5th St., Philadelphia 


The ROYERSFORD LINE 
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| NY lacing will join a belt, but only Alligator 
Steel Belt Lacing compresses the belt ends 


evenly in a clinched grip of steel, prevent 
ing tearing, uneven pull and internal friction of 
the belt ends. 
Ike \ te > t Hoelt I. ng or 
quick easy application with a hammer as the only 
tool, I ” el t fe ts universal application 
| e efficient ser ‘ 


sold by leading jobbers in “Handy Packages” 
or standard boxes. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago, Ill. 
nt, London, I 


ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 











SERVICE 


NO DELAYS in filling orders for Ladew Leather 
Belting! 


Shipment can almost always be made immedi- 
ately upon receipt of order, from the ample stocks 
at branch stores. 


In case order calls for an unusual size that can- 
not be supplied from branch stock, Ladew facili- 
ties at headquarters are such that any belt can be 
shipped within forty-eight hours. 


In case of emergency, the whole force of the 
Ladew organization is at your service and the 
delivery of a Ladew Quality Belt to fill any de- 
mand is promised in record time. 


oe LADEW © 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 


ovR FIELp 





Atlanta,” Ga. 
Boston, Mass. 
Cleveland, Ohio 
Chicago, ttl 
Glen Cove, N. Y 
Newark, N. J. 
Philedetphia, Pa. 
Pittsburgh, Pa. 


20 MURRAY 
STREET 
NEW YORIK 

ciry 
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Trade Literature 








The Leather Belting Exchange, Philadelphia, has been 
distributing copies of an article on “A Discussion of Belt 
Creep and Its Effect on the Application of the Funda- 
mental Belting Formula.” 

The Detroit Electric Furnace Co., Detroit, has issued a 
catalog, describing in detail the advantages, perform- 
ances and results obtained with its electric brass furnaces 
in the brass melting field. The new catalog contains spe- 
cific information and numerous illustrations. 

Grinnell Co., Providence, R. L, in the October issue of 
its house organ has a story of the work of a sprinkler 
system in extinguishing a recent fire which started in 
one of the storerooms of the Barker, Rose & Clinton Co., 
Elmira, N. Y., distributor of hardware and mill supplies. 

Chicago Solder Co., Chicago, is distributing circulars 
describing its new radio rosin-core solder, which is mad« 
especially fer radio work. The circulars are printed in 
three colors and are in letter stuffer size. On the back 
of the circular is a reproduction of a counter disp'as 
package. 

The Allen Mfg. Co., Hartford, Conn., has issued a new 
catalogue of its cold drawn hollow screws and_ socket 
wrench sets. The book is replete with interesting infor- 
mation about the manufacture and use of hollow. set 
screws, and it also contains charts of styles, sizes and 
prices covering the company’s products. 

The William Powell Co., Cincinnati, has been disirib- 
uting a twelve-page folder illustrating and describing it 
composite dise valves. The folder also contains list prices 
covering disc valves with brass mountings, disc radiator 
valves with ground male couplings and wood wheels 
bronze disc, globe, angle, cross and check valves. 


: and 


The Libbey Glass Manufacturing Co., Toledo, O., has 
issued an attractive advertising circular illustrating its 
high pressure gauge glasses. 
cular is a note which 
chief engineer.”’ 


On the outside of the cir- 
reads: “Please pass on to your 
The inside pages are devoted to testi- 
monials, one of these being from the Ford Motor Co. The 
circular also contains a price list. 

The Colonial Leather Co., Inc., Philadelphia, has issued 
a new price and information book, containing descrip- 
tions, price lists and other useful information about the 
company’s complete line of industrial, farm, motor and 
household oils and greases, and also its line of leathers 
for mechanical and industrial purposes. 

George Alexander Mann, vice-president of the Wirih 
lin-Mann Co., Cincinnati, has been editor of that 
pany’s house organ. In the October issue he announced 
that the success of the paper has been so great as to make 
the publication of it ‘too burdensome to be handled by the 
Wirthlin-Mann Co., along with the multitude of respon- 
sibilities developing with increased mill supply trade,” 
and that therefore the free mailing list will be discon- 
tinued, and the paper will hereafter be sold on the news 
stands. 


com 


Dodge Manufacturing Corp., Mishawaka, Ind., has 
issued a new catalog, containing 308 pages of data, di- 
and illustrations covering the entire 
The catalog was compiled by the advertising 
department of the company. 
sections. 


mensions, prices 
Dodge line. 
The book is divided into 
The first is the shafting section. In this sec- 
tion is contained information relative to sizes and stand- 
ards for shafting, and also tables of horsepower of shaft- 








ing under different conditions, weights in pounds of steel 
shafting per foot in length and a chart of combined tor- 
sional and bending moments for determining proper 
shaft sizes. The second section is devoted to couplings, 
the third to bearings and hangers, the fourth to pulleys, 
the fifth to friction clutches, the sixth to gears, the sev- 
enth to rope drives, the eighth to elevating and convey- 
ing equipment and the last to special and contract work. 
The catalog is profusely illustrated throughout. 


In a recent issue of the house organ of the Pen- 
berthy Injector Co., Detroit, Louis A. Hebert has a 
signed article under the caption, “How Salesmen Waste 
Time.” He says: “The head of a sales organization 
comprising over 1,000 men recently sent out a question- 
naire to the salesmen asking them to suggest wherein 
the greatest leaks in their time took place, and following 
is a boiled-down summary of the answers. This should 
prove interesting to you--to any man who sells goods 
because time is one of the most precious elements that 
enter into salesmanship. The greatest time-losses were 
due to failure to: plan the week’s work; map out a 
working schedule for each day; use the telephone on 
proper occasions; start the day’s work early enough; 
work right up until the last minute in the afternoon; 
call upon the next; start the week’s 
work bright and early Monday morning; work the last 
day or half-day of the week; look up train schedules 
and connections; profit by past experience; 
make out reports at night, or after the day’s work; keep 
in daily touch with the office by letter; make constant 
check-up on weak points; have all sales points on finger 
tips; observe conditions in the territory; use a motor 
car when it is economy to do so; co-operate with the 
sales manager; read and study all letters and bulletins 
from the house; keep mind and body ‘sparking’ by go- 
ing to bed early; maintain good health by living a 
straight clean life; keep working when weather becomes 
too hot or too cold; use time profitably on rainy days; 
resist attending ball games movies. There 
many other interesting given, but the 
were the main ones; and they are listed in the order in 
which the replies predominated. Why not check yourself 
up on them?” 


nearest prospect 


errors of 


and were 


reasons above 
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{PPROVE REORGANIZATION PLAN 
Vew Company Will Take Over Business of the Wickwire Spencer 
Steel Corporation, Manufacturer of Wire Products 

The reorganization plan of the Wickwire Spencer Steel 
Corporation, New York, has been approved by the stock- 
holders. According to the plan, a new corporation will 
be formed, with T. H. Wickwire, Sr., as chairman of the 
board of directors. T. H. Wickwire, Jr., will continue as 
president of the company, and Samuel E. Pryor, chair- 
man of the executive committee of the Remington Arms 
Co., Bridgeport, Conn., will be chairman of the new cor- 
poration’s executive committee. 

The merchandising, sales and distribution of the com- 
pany will be in charge of L. FE. Crandall, for many years 
associated with the Simmons Hardware Co., St. Louis, 
and more recently vice-president in charge of sales of 
the Winchester-Simmons company. John A. Delholm, 
formerly sales manager of the Wickwire Spencer Steel 
Corporation, will be general sales manager. 

The new company will be capitalized as follows: $12,- 
679,000 seven per cent mortgage bonds; $1,686,000 seven 
and one-half per cent 10-year secured notes; $2,515,000 
seven per cent five-year notes; and $1,815,000 shares of 
common stock of no par value. 
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= § MR. SUPPLY DEALER—We have been engaged in th = 
= Pulley business for irs, and we kn a gr lea 
= about maki ] { pulleys than many other concerns 
= q OUR POLICY) silding Wood Split Pulleys is Cheat 
= ness i sicida mu L } in ir cla f 
= wouldn't think f wune y the slightest risk of impairing th 
value of our nw our G 1 Wil 
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“To Get the Right Start—Equip with »*MEDART- = 


Get the 
-MEDARP 
Wood Split 
PULLEY 


1 
from Stock! 





G What are the sizes, 
regardless of what > 
quantities, you want ig 
shipped TODAY? : , 

@ Wire them—phone them—they'll go off our ware- 
house racks and on the ears in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


"T LIT 1} A | ‘Ap TY 

aril MEDART COMPANY 
(rormer Vedar atent Pulle ( 

General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 


Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
Shafting, Couplings, ¢ aT Hangers Bearings, Bearing Supports 
Friction Clutches, Iron Pulleys, St tim Pulleys, Gearing, Spr 
ts, Chain, Ror Sheave Rope Drives, Belt Tighteners, et 
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Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
5 imples 7. 
tr ong es 
HANGER EVER MADE 


@ Note the ball and socket 
joint. 

@ Hanger can swing in any 
direction. 


¢ Not necessary to remove 
hanger to raise or lower 
pipe. 


Write for 
“Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 





Made in America 


For American Industries 
Sold by 





American Supply Houses | | | 


Send for Samples, Prices and Discounts | 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 


LB IB AY 


GAUGE GLASSES 
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Why Wait 
Until it is 
Too Late? 


When all depends upon 
your ability to get water 
into the boilers or shut 
down the plant — it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 


is 
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never give cause for re- 
gret. They respond in- 
stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a million satisfied 
users iS a_ testimony 


INJECTORS that cannot be over- 


ke Ti ikked. 





If yours is a special problem— 
our engineers will be glad to as- 
sist you in_ selecting PEN- 
BERTHY INJECTORS that 
will meet your conditions in full 
Don’t wait. Write us today for 
Catalog 
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PENBERTHY INJECTOR COMPANY 


Estab. 1880 
1238 Holden Ave., Canadian Plant, 
Detroit, Mich, Windsor, Ont. 
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TO REDUCE WRENCH STYLES 
Manufacturers Cooperating With the Department of Commerce to 
Bring About a Simplification Program 

Initial steps to reduce the varieties of open end 
wrenches were taken at a meeting of wrench manufac- 
turers held recently in New York, at which it was voted 
to ask the cooperation of the division of simplified prac- 
tice of the Department of Commerce in studies which it 
is hoped will lead to a sizable reduction. <A simplifica- 
tion committee has been named and a survey has been 
begun. 

The survey will include figures showing the demand 
for the following varieties of wrenches: Engineers’ 
single, engineers’ double end; check nuts, single end, 
double end; check nut, textile, light service ‘S”; set 
screw, single end; set screw, double end; machinery; 
miscellaneous “S’”; spark plug; track, round handle and 
flat handle; triple head; tool post-U. S. nuts; tool post-set 
screws; square box; hexagonal box; Ford double head 
offset reverse gear; Ford spark plug; tappet, alloy steel; 
and tappet, carbon steel. 

The survey figures will be consolidated under the di- 
rection of A. E. Foote of the division of simplified prac- 
tice, and the results of the consolidated survey will be 
considered by a committee of manufacturers. The mem- 
bers of this committee are A. S. Maxwell of J. H. Wil- 
liams & Co., Buffalo; W. S. Swain of Billings & Spencer 
Co., Hartford, Conn.; and L. J. Stoddard, of the Lake- 
side Forge Co., Erie, Pa. 

The question of whether the additional phases of fin- 
ishes, sizes, combinations of openings, and shape of 
milled openings will be considered will be put up to the 
manufacturers for a written vote. 








Statement of the ownership, management, circulation, etc., required by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicago, Illinois, for October 1, 1924. State of Illinois, County 
of Cook—ss. 

Before me, a notary public in and for the state and county aforesaid, 
persceally appeared Clay C. Cooper, who, having been duly sworn accord- 
ing te law, deposes and says that he is the general manager of MILL 
SUPPLIES and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid publication for the date shown 
{in the above caption, required by the Act of August 24, 1912, embodied in 
Section 443, Postal Laws and Regulations, printed on the reverse of this 
form, to-wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, The Crawford Publishing 
Co., 587 S. Dearborn St., Chicago; editor, Clay C. Cooper, 537 S. Dearborn 
St., Chicago; managing editor, Clay C. Cooper, 537 S. Dearborn St., 
Chicago; general manager, Clay C. Cooper, 537 S. Dearborn St., Chicago. 

2. That the owner is: (If the publication is owned by an individual 
his name and address, or if owned by more than one individual the name 
and address of each, should be given below; if the publication is owned 
by a corporation the name of the corporation and the names and addresses 
of the stockholders owning or holding one per cent or more of the total 
amount of stock should be given.) The Crawford Publishing Co., Chicago 
Illinois; B. H. Crawford McNash, Wheeling, W. Va.; Frederick P. Craw- 
ford, Philadelphia, Pa.; John Harrison MeNash, Wheeling, W. Va.; Fred 
Newton Scott, Ann Arbor, Mich.; Clay C. Cooper, Chicago, Ill; John 
Iria, Detroit, Mich. 

8. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder appears 
upon the books of the company as trustee or in any other fiduciary rela- 
tion, the name of the person or corporation for whom such trustee is act- 
ing, is given; also that the said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the circumstances and condi- 
tions under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is........(This informa- 
tion is required from daily publications only.) 


CLAY C. COOPER, 

General Manager 
Sworn to and subscribed before me this 23rd day of September, 1924. 
(Seal) ROBT. R. GREIG 


(My commission expires October 26, 1927.) 
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SPLIT 
PULLEY 


RUST? 
CRYSTALLIZE? 
SLIP ON THE SHAFT? 
SHEAR AT THE RIVET? 
CAUSE BELT SLIPPAGE 


Give anything but satisfactory service? 
IT CAN’T- 


IT’S A WOOD 
PULLEY 








Write for Dealers’ 
Proposition 





REEVES PULLEY 
COMPANY 


Columbus, Indiana 














BUCKEYE 


Automatically Oiled 


POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 







The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech 
anism runs in oil, is brass lined and has 





many excellent features not to be had in any other pump of 
its kind It is an exceptional pump for general service 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 

















KNLL GUPPLIES " 














WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 








Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 
Philadelphia: Widener Bidg. CHICAGO, McCormick Bldg. 























One Man with an ATLAS 


Moved this Loaded Coal Car F or J obbe YS On ly 


When a customer wants and 204 pounds respec- 





. 
a tool to move loaded tively. The illustraticn A New Boiler Treatment 
cars, sell him an ATLAS below is a photograph of 
Car Mover. We have another test, witnessed A New Boiler Treatment, that acts Ten Point 
y g impartiz by and sworn to by a notary a : . 
proved by . a _ al gh rig eg alge chemically on the boiler metal to remove Guarantee 
comparative tes at a No. 100683 weighing 238,200 old scale and prevent new scale, a prod- a pen 
weight of 120 ee te Ibs loaded, 158” at each stroke, uct of many years experience with a _— 
—— a . te gee i os . I i wee and positive guarantee, is now offered to the 2. Prevents new 
ar Oo y < thereby proved o s too : ‘th 
loaded coal car, while heavy for an ATLAS. Write supply trade. It is scale. ; 
h D4 P. : kes of car 10° dealer prices. APPLETON 3. Removes oil 
taree other makes of caf cAR MOVER COMPANY, P i ; and grease. 
mover required 178, 201 O. Box 42, Appleton, Wisconsin. Boiler Energine 4. Stops minor 
The 100‘, Boiler Treatment leaks. 
a ae : Z : 5. Harmless to 
- Paleo * gb , We know that most boiler compounds boiler metal. 
es are poor selling propositions for jobbers. 6. Does not 
But Boiler Energine is not a boiler water evaporate. 
compound. It does not eat up scale and 7. Adds nothing 


harmful to 








leave something in its place. It brings the steam. 

it down in its solid form, without inter- 8. Increases boil- 
fering with circulation, or affecting pack- er life and 
ing or the purity of the steam. No efficiency. 
water analysis necessary. Your sales- 9. Boiler will not 
men can make it pay their entire ex- yt 
pense. Every smokestack represents a ” ee ear 
customer. Sold only through jobbers. protection. 


IMPORTANT — When writing. 
state territory wanted, Territory 
assigned will be protected. 
COLUMBIA CHEMICAL COMPANY 
Saginaw, Mich. 
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Personals 
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William Ogg has been appointed buyer for John A. Murray 
& Sons, Inc., New York, to succeed William M. Murray. 

S. P. Schafer has been appointed factory representative in 
Eastern territory for the Racine Tool & Machine Co., Racine, 
Wis. 

A. H. Chamberlain has resigned a 
T. Ward’s Sons Co., Newark, N. J., 


sales manager of Edgar 
distributor of tron and 


steel, 
W. B. MeSkimmon, vice-president of the Union Twist Prill 
Co., Athol, Mass., returned recently from a busine trip to 


Europe. 

Clifford F. Messinger, vice-president of the Chain Belt Co., 
Milwaukee, has been elected a director of the Federal Mal 
leable Co., that city. 

Julius A. Schachner, formerly general 
Moloney Belting Company, Chicago, has been elected presi 
dent of the Johnson Belting Company, New York. 

M. J. Gibbons, president of the M. J. 
Dayton, O., recently returned 
Europe. Mrs. 


Gibbons Supply Co, 
from a two months’ ip t 
Gibbons accompanied him. 

William Howe, son of Alfred F. 
the Borden Co., Warren, O., has recently been appointe | 
member of the staff of the company’s New York office. 


Howe, vice pre ident of 


Mallory Bedingfield, manager of the Baltimore branch of 
the Chicago Nipple Manufacturing Co., was a Chicago visi 
tor a few weeks ago, coming on for a conference at the home 
office, 

W.C 
office of Manning, 


. Chapman, formerly associated 


Maxwell & 


with the Philadelphia 
Moore, Inc., as district man 


ager, has been appointed sales manager of the Stoer Machin 
ery Co., Inc., Philadelphia. 
James Gill Gardner, Brockville, Ontario, who was the ot 


ganizer and managing director of the Canadian Billings & 
Ltd., Welland, Ontario, hi: 
director of the Canadian Pacific Railways. 


Spencer Co., been appointel a 


James 1... Gough, sale 
Wachs Co., 


leans, and 


manager for the Stocker-Rumely 
Chicago, machine tool distributor, is in New Or 
plans to spend the 

f absence by hi 

Howard W. Evan vice-president and direc 
tor of Warren Corning & Co., Chicago, and has organized his 
own business under the name of the H. W. Evans Co. He 
has not yet announced complete details of his plan 

Alex B. Pierce, vice-president of the N. O. Nelson Manu 
facturing Co., St. Louis, widely known member of the pip 
and supplies fraternity, recently took a motor trip with hi 
family from St. Louis to Boston. 

A. C. Howell of the Ames Shovel & Tool Co., Boston, spoke 
before a recent meeting of the Baltimore Association of Put 
chasing Agents, his subject being, “A Salesman’s View of 
Purchasing Agents and Conditions at Present.” 

W. E. Clow, Jr., president of the National Pipe and Sup 
lies Association, and Mrs. Clow were among the guests at a 
private dancing party given in honor of the Prince of Wale 
during the latter’s visit to Chicago on October 13. 

W. M. Leach, formerly associated with the Detroit office 
of the Pollak Steel Co., has been appointed by The Ferry Cap 


winter there, having been 


given a leave ¢ 


company. 


has resigned as 


munager of the 


& Set Screw Co., Cleveland, as district manager for the De- 
troit territory to succeed the late Howard |). Williams. Mr. 
Leach assumed his new duties on Monday, September 29, fol- 
lowing a week at the Ferry factory in Cleveland, where he 
familiarized himself with the company’s plant and business 
methods. 

B. J. Flanagan has resigned as treasurer of the Herberts 
Machinery & Supply Co., Los Angeles, and Charles E. Moore, 
secretary of the company, has taken charge of the San Fran 
cisco otfice, formerly under Mr. Flanagan’s management. 

Carl A. 


Pa., has 


Jarecki of the Jarecki 
recently been on a busine 
pany’s branches. 


Manufacturing Co. Erie, 
; trip to some of the com 
He also attended the petroleum exposition 
and congress at Tulsa, Okla., whieh was held the first week 
of October. 

S. A. Ellicson, manager of the Chicago Pulley & Shafting 
Company, Chicago, and Fred Mills, of the company’s local 
ales organization, were in Hartford, Conn., during the third 
week of October attending a sales convention of the S. K. F. 
Industries, Ine. 

Harold S. Hall, formerly associated with the 
Mxtinguisher Co., Providence, R. I., has 


General Fire 
been appointed sales 
manager of the new sprinkler equipment and factory heating 
department of the Pittsburgh Valve Foundry & Construc 
tion Co., Pittsburgh. 

H. J. Hair, for many years associated with Manning, Max 
ell & Moore, Inc., New York, for two years Pittsburgh d 
trict manager for the company, and more recently sales en 
gineer for the Lawson Co., in Philadelphia, has teen ap 
pointed Philadelphia district sales manager for the Dow Co., 
Louisville, Ky., manufacturer of gravity anl power convey 


Ol 


Among those in attendance at the very successful annual 
convention of the National Association of Industrial Adver 
tisers at the Edgewater Beach Hotel, Chicago, on October 
13th and 14th, were: L. F. Hamilton, Walworth Mfg. Co., 
Boston; Bennett Chapple, American Rolling Mill Co., 
Middletown; G. W. Brogan and R. 1). Black, Black & Decker 
Mfg. Co., Baltimore; W. W. French, Dodge Manufacturing 
Corporation, Mishawaka; R. E. Conder, Boston Woven Hose 
& Rubber Co., Boston; Julius Holl, Link Belt Co., Chicago; 
W. A. Grieves, Jeffrey Mfg. Co., Columbus, Ohio; A. D. 
Guion, Bridgeport Brass Co., Bridgeport, Conn.; P. C. Gunion, 
Hyatt Roller Bearing Co., Harrison, N. J.; Keith J. Evans, 
Joseph T. Ryerson & Sons, Chicago; J. R. Hopkins, Chicago 
Belting Co., Chicago, and H. L. Delander, Crane Co., Chicago. 

Louis Bb. Shaw, president of the Machinists’ Supply Com 
pany, Chicago, and member of the executive committee of the 
National Supply & Machinery Dealers’ Association, returned 
a few weeks ago from a combined business and pleasure trip 
to New England, visiting Greenfield, Hartford, Meriden, 
Providence, Boston and other cities in which are located some 
of the manufacturing plants whose lines are stocked by the 
Machinists’ Supply Company. An interesting sidelight on Mr. 
Shaw’s trip concerns a visit to the factory of the Jacob 
Manufacturing Company in Hartford. It seems that a few 
veeks before his unexpected visit, Joseph Hazley, sales man 
ager for the Jacobs company, had visited Chicago. In answer 
to Mr. Shaw’s inquiry as to business conditions, Mr. Hazley 
remarked that his company’s factory in Hartford was oper 
ating at 100 per cent. Mr. Shaw jokingly remarked to the 
effect that such an operating schedule at thi 
tainly grand. An invitation to show 


time was cer 
proof at the factory 




















20 Years on the market without a Complaint 


Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
your belts. Nothing injurious to crack or dry 
them out. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 































Liberal 


uarantee 


Sell the New Badger Car Mover Under Our < 
Dealers are protected in the sale of the “NEW BADGER” Car Mover by 


our strong guarantee. We warrant all malleable parts for six months—re- 
Va placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO.,  Wredantin 



























Best Paper Pulleys 
are fast sellers! 


Here is the kind of paper pulley which your 
trade wants—pulleys which eliminate belt 
slippage, require less belt tension and give 
yet hee better power transmission. 





t ait sdk da ' selec Look at the special double locking flanges 
. on the hub. The flanges absolutely prevent 
Leiman Bros. OIL PUMPS the hub from coming loose even if the pul- 
Patented ley is reversed. This is a big selling feature! 
R oO T A R by AIR PUMPS Best Paper Pulleys are made of carefully 
selected, specially treated paper fibre hy- 

ised for feriz ! ! nit t rir Also used for 


‘ ‘ iraulically compressed into a solid block 
Be orang enamel» nt 2500 


ne Sener 3 J ; The end grain of the fibre is exposed to 

SAND BLASTING AGITATING SOLUTIONS | stock sizes! | the belt and grips without slippage. Each 

BOTTLE FILLING BANDING CIGARS fs | t 4 

PAPER FEEDING MEASURING LIQUIDS | We carry a com-| pulley is carefully balanced and tested. 

LABELING HEATING HOMES WITH plete stock of all E 

FOLDING PAPER FUEL OIL lsizes. We can fill| Your customers are looking for paper pul- 
A NOISELESS, POWERFUL ALR PUMP slowit im—for either Gas o | and ship your or-| leys with these big advantages. Send for our 
. a °Se age yn AIR PUMP THAT ANNOYS YOt IT SATISFIES | der the day it is| catalog and special trade discounts. We also 


| received, | manufacture spur and bevel paper frictions. 
Manufacturers 


LEIMAN BROS., 60 Lispenard St., N.Y. BEST PULLEY MFG. CO. 


Makers of good machinery for 35 years. 407 Talcott Ave. St. Louis, Mo, 




















When writing to Advertisers please mention Mitt Suppttres 





XUM 




















XUM 





S=S 





followed. Mr. Shaw dropped in unexpectedly at Hartford, 
and he now admits that Mr. Hazley was certainly talking 
facts and that the Jacobs company was operating at top 
speed. 





Factory Additions 
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The Hudson Motor Co., Detroit, is building a power plant 
at an estimated cost of $50,000. 

The Artesian Ice Co., Fort Madison, Iowa, plans to build 
an addition at an estimated cost of $80,000. 

The Ladish-Stoppenbach Co., 105 Wells Street, Jefferson 
Junction, Wis., is building additions to its grain elevator and 
plant, to include a machine shop and work house, the total 
estimated cost being $75,000. 

The Portland Gas Light Co., Portland, Me., plans plant ad- 
litions at an estimated cost of $200,000. 

The Automatic File & Index Co., Green Bay, Wis., is build 
ing a factory addition at an estimated cost of $60,000. 

The Southern Box & Lumber Co., Savannah, Ga., will build 
additions to its factory at an estimated cost of $75,000. 

The National Tool & Machine Co., Racine, Wis., is build 
ing a factory addition at an estimated cost of $25,000. 

The Wisconsin Incubator Co., Racine, Wis., will build a 
two-story factory addition at an estimated cost of $45,000. 

The Lunkenheimer Co., Cincinnati, has awarded contracts 
for a one-story factory addition at an estimated cost of $50,- 
000. 

The Detroit Ice Machine Co., Marquette Building, Detroit, 
is building a two-story machine shop at an estimated cost of 
£50,000. 


The Virginia Portland Cement Co., Norfolk, Va., will 
build additions to its local plant at an estimated cost of 


$1,500,000. 

The Pierce Oil Co., Sand Springs, Okla., will build a ma 
chine shop and other plant additions at an estimated cost of 
$1,000,000. 

The Charter Gas Engine Co., Sterling, Ill., will build a 
one-story and basement factory addition at an 
cost of $45,000. 

The Oklahoma Gas & Electric Co., Oklahoma City, Okla., is 
building a general service and repair works at an estimate | 
cost of $200,000. 


estimated 


The Transcontinental Oil Co., Pittsburgh, plans to build ex 
tensions to its oil refinery near Fort Worth at an estimated 
‘ost of $500,000. 

The Penn Hardware Co., Reading, Pa., recently awarded 
contracts for an addition to its factory, the estimated cost 
being over $60,000. 

The Corry Jamestown Mfg. Co., 
of sheet metal, plans to build 
mated cost of $65,000. 

The New Hampshire Power Co., Sunapee, N. H., plans to 
build an addition to its electric generating plant at an esti- 
mated cost of $200,000. 


Corry, Pa., manufacture) 
a plant addition at an esti- 


The American Can Co., New York, is planning to build an 
addition to its branch works in Seattle, Wash., at an esti 
mated cost of $1,000,000. 

The Central Glass Co., Evansville, Ind., plans to rebuild the 
ortion of its plant which was destroyed by fire recently with 
loss estimated at $200,000. 

The Western Shade Cloth Co., Jefferson and West Twenty 
econd Streets, Chicago, plans to build a power house at an 
estimated cost of $150,000. 

The Reading Paper Mills, Inc., Reading, Pa., plans to build 
. four-story addition to its Packerack Mills division at an 
estimated cost of $150,000. 

The Chas. A. Krause Milling Co., Milwaukee, whose plant 
vas recently destroyed by fire, will build a new plant at an 
estimated cost of $1,500,000. 

Golding & Sons Co., Wilmington, Del., producer of flint an4 
feldspar, is considering rebuilding its machine shop and 
crushing works which were recently destroyed by fire with 
lamage estimated at $50,000. 








ee 8d woe we 


The Central Glass Co., Fourteenth and MecColloch Streets, 
Wheeling, W. Va., is considering plans for a factory addition 
at an estimated cost of $50,000. 

The Struthers-Wells Co., Warren, Pa., manufacturers of 
iron and steel plates, is building a one-story factory addition 
at an estimated cost of $60,000. 

The Western Electric Co., 195 Broadway, New York, plans 
to build an addition to its plant on West Washington Street 
at an estimated cost of $750,000. 

The Consumers Power Co., Jackson, Mich., will build an 
automatic power sub-station on Fulton Street, Grand Rapids, 
Mich., at an estimated cost of $150,000. 

The Pittsfield Lime & Stone Co., Pittsfield, Mass., is plan 
ning to install additional machinery and equipment at its 
works at an estimated cost of $200,000. 

The Crew Levick Co., 219 North Broad street, Philadelphia, 
plans to build additions to its oil storage and distributing 
works at an estimated cost of $250,000, 

The General Asphalt Co., Land Title building, Philadel 
phia, plans to make extensions at its plants out of a portion 
of the proceeds of a $5,000,000 bond issue. 

Ottenheimer Brothers, Inc., 415 North Howard street, Bal 
timore, manufacturer of refrigerators, will build a factory 
addition at an estimated cost of $75,000. 

The board of education, West Allis, Wis., plans to install 
a manual training depertment in a high 
which, it is estimated, will cost $100,000. 

The board of education of the City of New Bedford, Mass.. 
will build a high school addition with a manual training de 
partment, the estimated cost being’ $200,000. 


school addition 


The Dwight Lumber 


Co., River Rouge, Mich., is building 
a two-story mill to replace one recently destroyed by fire, the 
replacement cost being estimated at $100,000. 

The Novelty Lamp & Shade Co., 2490 East Twenty-second 
Street, Cleveland, will soon begin construction of an addition 
to its factory at an estimated cost of $100,000. 

The Fibroe Insulation Co., Valparaiso, Ind., manufacturer 
of insulating rods and other products, will build a one-story 
factory addition at an estimated cost of $40,000. 

The Morgan Construction Co., Worcester, Mass., manufac 
turer of rolling mill equipment, plans to build a one-story 
addition to its plant at an estimated cost of $100,000. 

The Standard Manufacturing Co., Pittsburgh, 
plans to build a five-story branch distributing plant on Gal 
veston Avenue, which, it is estimated, will cost $85,000. 


Sanitary 


The Texarkana Cotton Compress Co., Texarkana, Texas, 
is considering plans for rebuilding its plant which was de 
stroyed by fire recently with loss estimated at $375,000. 

The Pullman Car & Mfg. Corporation, Pullman building, 
Chicago, will build a passenger car finishing department 
building at Pullman, IIL, at an estimated cost of $500,000. 

The R. Wicks Co., 556 West Fifty-second Street, New York, 
manufacturer of cabinets, plans to rebuild the portion of if 
plant which was destroyed by fire six weeks ago with los 
estimated at $200,000. 

The New York & Pennsylvania Co., 200 Fifth Avenue, New 
York, is considering plans to rebuild its pulp mill at Lock 
Haven, Pa., which was destroyed by fire several weeks ago 
with loss estimated at $200,000. 

Barr & Dougherty, Inc., Wilmington, Del., is considering 
the rebuilding of its plant which was destroyed by fire on 
September 14 with loss estimated at $200,000. The company 
manufactures tallow and greases. 

The Laclede Gas Light Co,, St. Louis, will build a one-story 
meter testing and repair works at an éstimated cost of $300, 
000, and plans to make extensions and improvements in it 
gas plants at an estimated cost of over $1,700,000. 





New Factories 








The Dayton Gas Co., Dayton, O., plans to build new gas 
works at an estimated cost of $1,000,000. 

The Union Gas & Electric Co., Cincinnati, plans to build 
a new gas plant at an estimated cost of $2,000,000. 











RMLL QUPPLUES 


SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 




















Bodine {vi Tool Grinder 
SAVES LABOR—INCREASES PRODUCTION 
The Bodine provides 
sharper tools for every work- 


man and helps speed up pro- 
duction, 


Safety First Dry Powder Extinguisher 


- We manufacture a 


complete line of 


High quality work is impossible 
with dull tools. A Bodine in 
every department soon pays for 
itself in time saved and in better 
workmanship. 

The Bodine is made in '; H.P. and '; H.P. Equipped with pre- 
cision ball bearings, heavy wheel guards, adjustable tool rests, 
extra thick rubber covered cord. The Bodine is never an expense 
—always a saving. The price is reasonable. 


Fi Fire Prevention Appliances 





Territory Open 
HARKER MFG. CO. 


Fire Prevention and Safety Engineers 
Cincinnati, O. 


prtrvapr ree | 


We will be glad to send vou full particulars on request. 


THE BODINE ELECTRIC CO., 


2256 West Ohio st. Chicago, Hlinois 


Pat 


. 
we 








The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, ete. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States 


Sockets and Sleeves 
One solid piece—Standard except the flat 

AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
nary socket. 

BUT—grind a flat (time 3 minutes) on the 


Usé-Ew-UP j 


but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 








broken drill, slip it into a “Use-Em-Up” 
Socket, and it’s as good as a new drill. Bs 
Furnished in Sleeve orSocket Type. Specials 
made to order. ae J 
Write for Jobber’s proposition, i 
Lovejoy Tool Works 
328 W. Ohio St., Chicago 











Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 





STANLEY 


Ke \\ Tobbers t | il real . 
lting business. STANLEY 


} 
salesmen 


needed 


STANLEY BELTING CORPORATION 
15 N. Jefferson St., Chicago 320 Brdwy., Rm. 1318, N. Y. 











950 Webster Bldg. 





Rowe RIBBO 


ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production, 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 


with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
Chicago 





PHILLIPS 


Spring Hammer 
DRILLS 


The most economical and satisfactory 
tools for drilling holes in concrete and 
stone, floors, walls and ceilings. 


Any Size Hole up to 2 inches Diameter. 


Phillips Drill Company 
1537 Cortland St., Chicago, Ill. 














"J es MARK ” 
oreensen 


Adjustable and REG 
Non- Adjustable 





U S PAT OFF 
OUT-SELLS THE FIELD 
Jorgensen Clamps stand the 
gaff and are universally used 
by Home Owners, Carpen- 
ters, Mills, Schools, etc. 
Double Action — Adjustable 
to any position — will not 
break. Spindles and nuts are 
made of cold drawn steel. 
so Bina \ Glue will not adhere to spin- 
i) dle. Ask your jobber for 
prices or write us. 


= 
ay 
1] 


Adjustable Clamp Company 213 No, Jefferson st. 


Chicago, Hl. 
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The Owen Oregon Lumber Co., Medford, Oregon, plans to 
build a new mill at an estimated cost of $1,000,000. 

The Biltmore Ice Plant, Biltmore, N. C., will build a new 
ice-manufacturing plant at an estimated cost of $90,000. 

The T. J. West Co., Bakersfield, Calif., plans to build a 
new cotton compressing plant at an estimated cost of $150,- 
O00, 

The California Salt Co., Alvarado, Cal., plans to build a new 
efinery from portion of the proceeds of a $375,000 bond 
ixsue, 

The Art Iron & Metal Works, Canton street, Toledo, Ohio, 
plans to build a one-story factory at an estimated cost of 
$90,000. 

The Deschutes Power Co., Prineville, Oregon, plans to build 
a power house at Bend, 
$150,000. 


Oregon, at an estimated cost of 
The Mount Vernon Car Manufacturing Co., Mount Vernon, 

Ill., plans to build a one-story foundry at an estimated cost 02 
had ) 

$275,000. 


The Ice Service Co., Inc., 68 Ninth avenue, New York, will 
build a new ice manufacturing plant at an estimated cost of 
$1,000,000. 

I. M. plan 
to build a foundry and a storage building at an estimated cost 
of $100,000. 


Freese & Co., Galion, O., brick manufacturer 


The Gulf Refining Co., Philadelphia, is building a machine 
hop at Penrose avenue and Schuylkill, at an estimated cos! 
of $70,000. 

The Columbus Railway, Light & Power Co., Columbus, O., 
vill build a new power house next year at an estimated cost 
of $3,000,000. 

The West Virginia & Maryland Gas Co., Cumberland, Md.. 
is considering plans for a gas plant to be built at an estimated 
cost of $500,000. 

R. W. Porter, Blackwell, Okla., plans to build a light, power 
and ice manufacturing plant at Crowell, Tex., at an estimated 
cost of $100,000. 

The Randolph Brick Co., Saline City, Ind., plans to build 
a brick works, machine shop and power house at an estimate | 
of $100,000. 

The 


fourth 


vost 
Rindsberger 
Street, 


Manufacturing Co., 18 East 


Twenty 


Chicago, manufacturer of lamps, will soon 
award contracts for its proposed new 


South Wabash 


five-story building to 
be erected on Avenue at an 


of $200,000, 


estimated co 


The Jersey Ice Cream Co., Lawrence, Mass., i 
Lynn, Ma 


building a 
new manufacturing plant in 
cost of $100,000. 

L. P. Bornwasser & Co., 921 Geiger Street, Louisville, will 
build a new 


s., at an estimated 


packing and refrigerating plant at an estimated 
cost of $160,000. 

The Tulsa Oxygen Co., 505 First 
fPulsa, Okla., is 


Building 


works at an esti 


National Bank 
considering plans for new 
mated cost of $125,000. 

The Consumers Ice Co., 


will build a 


136 Kighth street, San Francisco, 
new ice-manufacturing plant in Oakland at an 
estimated cost of $70,000. 

The R. Mansfield Co., 621 East Market 


manufacturer of store fixtures, will build a new 


Street, Louisville, 
factory at an 
estimated cost of $150,000. 

A group of oil men at Amarillo, Tex., headed by J. W. 
Wrather, plans to build a refinery at Panhandle, Tex., at an 
estimated cost of $150,000. 

The Island 


considering plan 


Kelley Lime & Cleveland, O., 


plant at White Rock, 


Transport Co. 
for rebuilding its 


+ 


it an estimated cost of $75,000. 

The Pennsylvania Railroad Co., Philadelphia, is planning 
to build an ice-manufacturing and car icing plant at Norfolk, 
Va., at an estimated cost of $100,000. 


The Minneapolis & St. Louis Railroad Co., Fourth and 
Jackson Streets, St. Paul, Minn., is considering plans for 
new car repair shops at Clear Lake, Iowa. 

The Crescent Portland Cement Co., Ellwood City, Pa., is 
reported to be planning to build a new cement manufacturing 
plant at an estimated cost of $2,000,000. 

The Humble Oil & Refinery Co., Houston, Texas, is con 
sidering plans for building a new distribution plant in Aus 
tin, Texas, at an estimated cost of $85,000. 

The Forstner Chain Corp., 646 “Nye 
N. J., manufacturer of jewelry chains, plain 
story factory at an estimated cost of $80,000, 

The 


a braneh 


Avenue, Irvington, 
to build a three 
Pacific Lock 
plant at 
crete pipe, the estimated cost 
The Red River Sugar Co., 416 Oak 
apolis, Minn., will build a beet sugar refinery at Ka 
Forks, Minn., at an estimated cost of $300,000, 


Joint Pipe Co., Seattle, plans to buill 
Kast Oakland, Cal., to manufacture con 
being $50,000. 

Minne 
Grand 


Grove street, 


The Southern Pulp & Naval Stores Co., 42 Broadway, 
New York, is said to be planning to build a new pulp mill 


Dublin, Ga., at an estimated cost of $500,000, 


i’ Luto Strop Safety Razor Co., 59 Lock Street, Newark, 
N. J., is building a new three-story factory at 960° Freling 


Avenue at an estimated cost of $150,000. 
Yellow Cab Co., will 
hop building which will be eree'el at 
$150,0..0. 


huysen 
The 
parage 


640 Fullerton Avenue at an estimated cost of 


Chicago, occupy ai two-sto 


and machine 
The Cummings Vote Register Machine Co., Knox, Ind., wil! 
Point, Ind., to 
vote registering machines, the estimated cost Leing $350,00 
Newark, N. 
build a sugar refinery near Terminal Port 
cost of $250,000. The company is a 


build a new factory at Crown manufactur? 


J., plans to 
Newark, 


recent 


The Newark Sugar Refining Co., 
treet, 
at an estimated 
organization, headed by Adolph Segal, Pennsylvania build 
ing, Philadelphia. 

The Public 
plans for extensions in its 


Hlinoi 
and sy 
a $5,000,000 bond 


Northern 
power plant 


Service Co. of Chicago, has 
tems, to be 
paid for out of a portion of the proceeds of 
issue. 

The Merchant 


torage 


Ice & Cold Storage Co., San Francis-o, will 
New 


timated cost of 


and ice manufacturing plant at 


build a cold 


Montgomery and Lombard streets at an e 


$145,000. 
The Ford Motor Co., Detroit, which planned to build a new 
Philadelphia at an estimated cost of 


sembling plant in 


$750,000, has decided to hold the project in abeyance tem 
porarily. 
The Western 


St. Loui 


Tie & 


to build a new 


Syndicate Trust Building, 
Edwardsville, TL, 
being 


Lumber Co., 


plan mill near 


to include a new power house, the total estimated cost 
S100,000 
The New 
New 
at 801 Kast 
YO0,000, 


The John A. 


wire and wire products, plan 


Place Fifteenth 


electric generating plan 


York and 
York, will build a new 


Street, at an ¢ 


Edison Co., Irving 
Street, 
e 


Fourteenth timated cost of $3, 


manufac 


Co., Trenton, N. J., 
to build a 


Roebling Son 


turer of two-stor 


factory branch at San Francisco at an estimated cost 0 
£200,000. 
The White Metal Manufacturing Co., Hoboken, N. J., man 


ufacturer of collapsible tubes and other containers, plans to 


build a Canadian factory in Toronto at an estimated cost of 


S250,000, 


The Rochester Gas & Electric Corporation, Rochester, 
N. Y., is planning a new hydroelectric generating plant ‘o be 
erected near Mount Morris, N. Y., at an estimated cost of 


SY,000 000. 
The 


an ice 


Twin City Ice Co., Little 


manufacturing plant at an e 


Rock, Ark., plans to build 


timated cost of $200,000, 


and is also said to be planning to build a $90,000 plant at 


North Little Rock. The company is a recently organized one. 
} - ; ; 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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Guaranteed to contain no rosin 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


We sell Jobbers only 


Schultz Friction Clutches 


Unit control of machines increases their 
productive efficiency. But the clutch 
must be one the workman can depend 
upon, Twenty-eight years of successful 
operation of SCHULTZ Friction Clutches 
have convinced our customers that for 
simplicity and durability Schultz Clutches 
are unexcelled. 


Schultz Clutches should be in every 
dealer's stock and catalog. 


A. L. SCHULTZ & SON 
1675 Elston Ave., Chicago, Ill. 








Cotton Has Elasticity 


Belting must have the _ tensile 
strength of steel, combined with 
elasticity that allows it to flex at 
high speed over pulley faces. 
Cotton, long ago recognized as 
possessing this strength and flexi- 
bility, retains both these qualities 
in HETTRICK Canvas Stitched 
Belting. Made in Red and Black, 


for conveying and transmission. 


The Hettrick Mfg. Co. 
Toledo, Ohio 


No Branches—Sold by Mill 
Houses 


METTRICK 


RETTIRICK 


RETTRICIC 


HETTRICIC 


Supply 





TYTE- 
UNYTE 


Jobbers of Plumb- 
ing, Heating and 
Mill Supplies every- 
where sell it exclu- 
sively. 


J.C. WHITLAM MFG. CO. 


Sole makers ef “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 

















Power Plant Economy 












While gaskets are small items but they can be used over and 
in a power plant's equipment, over again. They are adver- 
they are mighty impor- tised in the engineers’ 
tant. The plant's effi- publications. Write for 
ciency depends on tight prices and discounts 
joints. METALLO We make gaskets 
gaskets not only —~ specifien- 
make perfect 


joints 


METALLO GASKET CO., 


242 Lafayette St., 


mutate salle Senenete 


New York 


Every mill supply house 
should stock and catalog— 
DAVIS VALYIE 


TEAM SAVERS SINCE 1875 


SPECIALTIES 


Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 

Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves’ in the big catalog. 


Write for your copy and for the liberal dealer plan to 


G. M. Davis Regulator Co. 


108 Milwaukee Ave., Chicago 








There’s a 
SWEETLAND 


For Every 
Chuck Need 


Complete Catalog 
on Application 





The HOGGSON & PETTIS MFG. CO., New Haven, Conn. 





DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4142 Ravenswood Avenue, Chicago, Illinois 
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Increased Capital 








Field Notes 





The Alaska Refrigerator Co., Muskegon Heights, Mich., has 
increased its capital from $400,000 to $600,000. 

The United Steel Co,, Everett, Wash., has recently in- 
creased its capital stock from $150,000 to $499,999. 

Automatic Machinery & Equipment Co., Philadelphia, has 
increased its capital stock from $100,000 to $250,000. 

Central Structural Steel Co., Bronx, New York, has re- 
cently increased its capital stock from $15,000 to $100,000. 

The Fafnir Bearing Co., New Britain, Conn., will increase 
its capital stock from $1,500,000 to $3,000,000 by the payment 
of a 100 per cent stock dividend. 

The Gellman Manufacturing Co., Rock Island, Ill., formerly 
the Gellman Wrench Co., has increased its capital stock from 
$50,000 to $100,000, and plans to build a factory in the near 
future. 

The Automobile Signal & Sign Co., 1014 South Michigan 
Avenue, Chicago, has recently increased its capital stock from 
$35,000 to $100,000 to allow for additional equipment. 

The American Electrical Supply Co., 117 South Morgan 
street, Chicago, wholesale distributor of electrical supplies 
and equipment, recently increased its capital stock to $300,- 
000 to permit expansion. 





New Corporations 














Lovell Lock Corp., Syracuse, N. Y., $50,000, to manufacture 
locks; incorporators: T. F. Lovell, F. J. McKenna and T. E. 
McDonald. 

Cooke Boiler Works, Inc., New Haven, Conn., $200,000, to 
operate a boiler works; incorporators: Eugene L. Cooke, 
Hamden, Conn., and others. 

Moore Enameling & Mfg. Co., West Lafayette, Ohio, $150,- 
000, to manufacture enameled products; incorporators: H. A. 
Sicker, Lucian Shaw and others. 

The Universal Signal Co., New London, Conn., $50,000, to 
manufacture electrical and other signal and safety devices; 
incorporators: P. L. Shea and others. 

The Auto-Lead Machine Co., Plymouth, Ind., $50,000, to 
manufacture vending machines; incorporators: Charles D. 
Smelzer, Chester E. Smelzer and others. 

Owens Universal Joint & Gear Co., Lake Worth, Fla.. 
$50,000, to manufacture and distribute gears and other prod 
ucts; incorporators: D. P. Owens and others. 

William M. Ballard, Syracuse, N. Y., $100,000, to manu- 
facture and deal in tools; incorporators: W. M. Ballard, E. 
Ballard and G. B. Hynds, 201 Summit avenue. 

Meadon’s Blower & Pipe Works, Brooklyn, N. Y., $50,000, 
to manufacture blowers and exhaust fans; incorporators: 
G. I. Meadon, W. A. Meadon and R. W. Lockwood. 

McDaniel Wrench Co., 165 Broadway, New York, $200,000, 
to manufacture and deal in socket wrenches and tools; incor- 
porators: W. R. Door, V. Morrison and J. B. Niver. 

Burpee-Johnson Corp., Indianapolis, $50,000, to manufac- 
ture automotive and other devices; incorporators: Simon J. 
Martenet, Walter C. Johnson and Richard R. Elliott. 

The International Tool Co., Dayton, O., $75,000, to manu- 
facture and deal in tools and machinery; incorporators: 
J. J. Kohl, Milton T. Ahlers, Albert J. Henn and others. 

Hooser & Martin, Inc., 911 Southwestern Life Building, 
Dallas, Tex., $20,000, to manufacture and distribute oil well 
appliances; incorporators: J. W. Hooser and W. R. Martin. 

The Squires Carbonized Rubber Co., Stratford, Conn., $250,- 
000, to manufacture rubber paving, radio parts and other 


products; incorporators: Alfred Nelson, J. Wakelee and 
others. 
Niagara Motor Gasket Co., North Tonawanda, N. Y., 


$60,000, to manufacture and sell tools and automotive acces- 
sories; incorporators: W. S. Peuchen, G. D. Peuchen and I. 
Brenon. 





The Vonnegut Machinery Co., Indianapolis, has recently 
purchased a machine shop at 2106 North Senate Avenue. 

The Southern Metal Trades Association will hold its next 
meeting on Friday, Nevember 7, at the A. & M. College, Col- 
lege Station, Texas. 

The Cameron & Barkley Co., Charleston, S. C., has been 
appointed representative of the Central Iron & Steel Co., 
Harrisburg, Pa., in the Charleston district. 

The Carpenter Steel Co., Reading, Pa., has opened an 
Indianapolis office and warehouse at 633 Fulton Street. H. J. 
Joyce, Jr., has been appointed manager of this new branch. 

The Turner, Day & Woolworth Handle Co., Louisville, Ky., 
has taken over the business of the Kelly Handle Co., and has 
made arrangements to furnish the Kelly Axe & Tool Co. 
with its handles. 

S. S. Fretz, Jr., Philadelphia, has opened a branch office 
at 1710 Larkin Street, San Francisco, in charge of W. H. 
Gilbert, Jr., who has been appointed Pacific coast manager 
for the company. 

Because the news of the recent organization of the Alabama 
Pipe Co. had created a question in the minds of the pipe 
and supply trade as to future action of the Hammond-Byrd 
Co., Birmingham, Ala., it is interesting to note that Horace 
Hammond, president of the latter organization, has an- 
nounced that his company will continue in the soil pipe busi- 
ness and that its headquarters offices will remain as in the 
past. 

The Knight & Wali Co., Tampa, Fla., distributor of hard- 
ware and mill supplies, has recently added an electrical supply 
department. It will be in charge of G. H. Wygant, formerly 
with Woodward, Wight & Co., New Orleans. 

Benjamin H. Rhynearson has disposed of his interest in 
the Richey-Rhynearson Machine Co., Indianapolis, and will 
enter business for himself as an appraiser and liquidator 
of machinery, machine tools and factory equipment. 

The convention of the National Association of Purchasing 
Agents will be held next year on May 25 to 28 in Milwaukee, 
and the informashow which is now a regular event in con- 
nection with the annual convention will also be staged at the 
same time. 

Manufacturers of foundry supplies last year had a total 
output valued at $10,247,864, which represents an increase 
of 106.4 per cent as compared with the output of this in- 
dustry in 1921. There were 64 manufacturing establishments 
listed within the industry. 

The following are the new officers of John A Murray & 
Sons, Ine., 310 West Thirty-nineth Street, New York, dis- 
tributors of plumbing, heating and mill supplies: President, 
John A. Murray, Jr.; vice-president, Joseph N. Murray; 
secretary, S. J. Murray; treasurer, George W. Tilton; 
purchasing agent, William B. Ogg. 

The Marion Machine, Foundry & Supply Co., Marion, Ind., 
has opened an office at 116 West 39th street, New York City, 
to‘have charge of sales and service in the metropolitan dis- 
trict. The office will be under the management of W. H. Cald- 


well, who for several years has been associated with the 
Allied Interests of Mechanical Engineers. 
The Richey-Rhynearson Machinery Co., 23 East South 


Street, Indianapolis, Ind., has changed its name to the Richey 
Whaley Machinery Co. The officers of the company are: 
President, G. A. Richey; secretary, F. Schellenberg; treas- 
urer, C. William Whaley.: The company has a capital stock 
of 1,500 shares no par value, and distributes new and used 
machine tools. It employs five salesmen covering Indiana 
territory. 

The Youngstown Sheet & Tube Company, Youngstown, 
Ohio, has sold the Tri-State Engineering Co., Zanesville, 
Ohio, to L. A. Woodward and associates of Wooster, Ohio. 
The sale was in pursuance of the Youngstown company’s 
policy of disposing of all properties not directly engaged in 
the manufacture of iron or steel. The Tri-State Engineering 
Co. was one of the properties acquired in the purchase of 
the Steel & Tube Company of America 


$1 





URE te = 











SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











ELDING 
JMPERIALY:¢EOUIPMENT 
OXY-ACETYLENE PROCESS 


Complete Welding and Cutting 
Outfits for All Requirements 


Automatic Acetylene Generators Lead Burning Outfits 


Welding Rod, Flux, etc. 


Brazing and Pre-heating Torches 
Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 








Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 
becomes the most pop- 
ular machine in the shop. 


Several sizes 
Catalog Upon RKequest 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lincoln St, 
Chicage, Hl. 











The 


Double Need! 
“we oO 


Best Buy 





CLAYTON & LAMBERT MFG. CO. 
No, 208 Torch 10583 Kunodell Ave, 
Ask for latest price DETROIT, MIECHE, Ul os. A. 








MASON 


Reducing Valves 
Are Standard 





Do You Carry 
Them in Stock? 





MASON REGULATOR CO. 


BOSTON, MASS. 








ASBESTOS PRODUCTS CO. 


Manufacturers of 


Asbestos Aircell Coverings 
AND 


Asbestos Cement 


Prompt Shipments—Carload or Less 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 





1133 
Canal 1530 


The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 
SANITARY WIPING RAGS 
NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 
2137-43 S. Loomis St. 











Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable, 


We also Manufacture 


Special and Ampere Canvas Stitched Belt- 
ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Saies Office, 38 Murray St., New York 


Factories: 
Easton, Pa. 





Chicaco Warehouse: 
345-351 W. Austin Ave. 

















Peel ’em domes to fit 
and save | to 4 hours 


LAMINATED SHIM COMPANY, Inc. 
223 14th St., Long Island City, N. Y. 
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The Western Machinery Co., Los Angeles, and the Enter- 
prise Engine Co., San Francisco, have recently been merged, 
with headquarters in Los Angeles. The Western Machinery 
Co. started manufacturing internal combustion gas and gaso 
line engines a quarter of a century ago as the Western Gas 
Engine Corp. The Enterprise company was organized in 
1916 to manufacture a gasoline engine, designed primarily 
for marine purposes. Later both companies began manufac- 
turing Diesel type engines. 

The United States Steel Corporation has purchased the 
Cyclone Fence Co., Waukegan, Ill. The business will be 
continued under the same company name as heretofore. New 
officers have been elected as follows: President, W. P. 
Palmer; vice-president, Frank Baackes; secretary, A. S. 
Allen; treasurer and assistant secretary, E. H. Harper. John 
W. Meaker, formerly manager of the fence and post sales 
department of the American Steel & Wire Co., has 
appointed general manager of the Cyclone Fence Co. 

The Manhattan Jobbers’ Credit Assocation was recently 
organized in New York City, and will employ a paid secre 
tary and establish a central office for the exchange of credit 
information among the members. The officers of the asso 
ciation are: President, Milton M. Goldsmith, Vice-president 
of Sam S. Glauber Co.; vice-president, Howard C. Leavy, 
Louis Greenberg Plumbing Supplies, Inc.; treasurer, Edward 
Schwartz, of E. Schwartz Plumbing Supply Co. 


been 


Chicago Nipple Manufacturing Co., Chicago, has purchase: 
the Snedden Machine Works, 1972 South Los Angeles Avenue, 
Los Angeles. The equipment of the newly acquired company 
will be removed to more commodious quarters in the center 
of the jobbing district of Los Angeles, and a complete nipple 


plant will be added. W. N. Snedden, president and manager 


of the Snedden Machine Works, will become vice-president 
and treasurer of the branch, which will be known as the 
Chicago Nipple Manufacturing Co. of California. Dixon C. 


Williams will be president. 

The Brown-Camp Hardware Co., Des Moines, Ia., is com 
pleting its rew warehouse which has been under construction 
for some months. The building is five stories high, 282 feet 
long and 106 feet wide, and contains approximately 150,000 
square teet of floor space. Four elevators and five spiral 
chutes facilitate the handling of stock. The loading plat 
form at the rear of the building is arranged so that 10 
trucks may be accommodated at one time. It is also equipped 
so that the trucks may be housed in the court adjoining the 
loading plaforms. A railroad swich track extends along the 
south side of the building, and it is possible to unload 
railroad cars at The company expects to 
warehouse ready for occupancy by [December 1. 

R. Hoe & Co., Inc., has been incorporated to purchase the 
assets and business of R. Hoe & Co., New York, manufacturer 


even 


once. have the 


of printing presses, saws, files and bits. The new company 
has issued 80,000 shares of class A_ stock, preferred and 
participating, at $50 per share, and also $4,500,000) worth 


of first mortgage bonds and 160,000 shares of common stock. 
The business was founded over 106 years ago. The company 
has been well Known in the mill supply field through its line 


of saws. There will be no change in the management of the 
company. According to the statement of Richard Kelly, 
president of the company, its net earnings for 1923 were 


$1,001,929. 





CLASSIFIED ADVERTISEMENTS 


i hy rimes rat 
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SALESMEN WANTED 

WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, ete. Address No. 780, 
care MILL SUPPLIES, 557 South Dearborn St., Chicago. 

WANTED—Mill Supply Salesmen to sell metal polish as 
a side line. CANCOS MFG. COMPANY, Bridge and Garden 
streets, Bridesburg, Philadelphia, Pa. 





SITUATIONS WANTED 


WANTED—Situation by man of 40, with experience as 
salesman, manager and buyer of Mill Supply House, 18 years’ 
experience in this line; can furnish very best references. In 
reply address No. 784 care MILL SUPPLIES, 537 South Dear 
born St., Chicago. 

WANTED Manager — thoroughly experienced plumbing 
and heating executive, age 40, capable of taking entire charge 
of sales, purchasing and accounting department. Available 
at once. Address No. 786, care MILL SUPPLIES, 537 S. Dear- 
born St., Chicago. 

WANTED—High class mill supply storekeeper, book- 
Keeper and purchasing agent is open for position. Can furnish 
high class references from former employers as to ability, 
character and experience. Address No. 787, care MILL Sup 
PLIES, 537 South Dearborn St., Chicago. 

WANTED 


Salesman or department manager, with ten 
years’ 


experience in sale of mill supplies and contractors’ 
equipment desires connection with jobber or manufacturer of 
the above lines. Present location, Central New York, but will 
locate anywhere. Address No. 790, care MILL SUPPLIES, 537 
South Dearborn Street, Chicago. 

WANTED—A position by an experienced hardware man; 
married; 13 years’ experience in all kinds of mill and 
tory supplies; A-1 references in regard to character 
ability. Address No. 791, care MILL SUPPLIES, 537 
Dearborn Street, Chicago. 

WANTED 


nect 


fac- 
and 
South 


Experienced Mill Supply man desires to con 
with a reliable jobber with opportunity to work into 
share of business. College graduate, 31 years old and 
married. Available January 1. Prefer Middle West location. 
Address No. 794, MILL SUPPLIES, 537 S. Dearborn 
Street, Chicago. 


eare 


BUSINESS OPPORTUNITY 


WANTED—High-class experienced man qualified to take 
active and important part in management, can acquire about 


$10,000 financial interest in reliable long established Mill 
Supply business with splendid possibilities. Only concern 
of its kind located in progressive Southern seaport city. Ad 
dress No. 789, care MILL SUPPLIES, 537 S. Dearborn St., 


Chicago. 
CHICAGO SUPPLY BUSINESS 

THE CHANCE OF A LIFETIME—Established 18 years; 
well known, whose profits now enable owner to retire; every 
thing for engineers, plumbers, steamfitters, electricians, jani 
tors and repairmen; we sell direct to consumers; rated 
000 to $75,000 highest line of credit; have never borrowed 
one penny; occupy 3 floors and basement in heart of Chicago; 
rent $260 per month; medium size busine profits average 
$20,000; you can step into an established business without 
one cent beyond purchase price; price $75,000; statements to 
proven financial ability. Address No. 794, 
MILL SUPPLIES. 557 South Dearborn St., Chicago, Hl. 


So, 


those of care 


FOR SALE 


Grapho-Metal 
Apply M. g.. Gibbons 


Large stock assorted sizes 
attractive 


Packing: at very 
prices. Supply 


Company, 
Dayton, Ohio. 


Cut 
Split nuts. Man power mul- 
tiplied to make hard work 
easy. A style and model for 
every Tool 


bolts, rods and wire. 


purpose. 


dealers every- 


where 
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DEPENDABLE 


Buyers of fire protection equip- 
ment have learned that all Diener 
products are dependable. They 
buy them because of that fact. The ‘ Reverso is a long-lived valve. 
George W. Diener Mig. Co. recog- It outlasts the ordinary valve 
"a h h d dabilit f because of its hard Nickel Al- 
nizes that the ependability oO : loy disc and seat—providing 
its fire fighting devices is one of super durability and extraordin- 
e . ary wear resistance where most 
its greatest business assets. needed. 


In addition to this inherent 
wear -resisting quality — 100‘ 


. : more seat life is obtained 

T g DIENER through the reversible feature 
- 3 x of the disc and seat—giving 
the life of two valves in one— 


Fire Extinguishers | % =e tie one 


Regrindable as well as renew- 
We make a fire extinguisher to meet a —_ pation gg Rin: ME gy 
every requirement. Our line includes eran keep it efficiently on the job for 
: mony the longest period of time at the 
the soda and acid type, the five gallon lowest cost per year of service. 
rt RnPsioe DO } Other features that contribute 
ar tank type, the iancgagheenr tea me , to the Reverso’s remarkable 
type, and the : —, efficiency are a high lifting disc 
and full body areas—union ring 
Write for Com. = tank type. ; bonnet—gland packed stuffing 
eis ur experience ‘. box—heavy, non- stripping stem 
plete Catalog ° af and a malleable iron, non-heat- 
showing Fire Ex- enables us to ad- i ing hand wheel. 
tinguishers, Oily vise jobbers as to ; nied ve mg vag Tn pom ge 
» a x- : . % . out, everso is adapte 
ioe Cane the kinds which ak tt mye wide variety of uses and is 
Safety Cans, Shop they will find |} - guaranteed for 200 lbs., work- 
Cans, etc. 7. J ing pressure and maximum tem- 
‘ easiest to sell. — perature 550° Fahr. 
, P i | | nd 
ut in a sample order an¢ 
No. 780 watch your valve sales grow. 


Geo. W. Diener Mfg. Co. THE D. T. WILLIAMS VALVE CO. 


400-416 Monticello Ave., Chicago CINCINNATI, OHIO 


YER 


Round Rawhide Pins 


(used in connection with metal belt lacings) 


vnunet Lice) 























We are the manufacturers of 
these and now offer our prod- 
uct direct to the jobbing trade. 





Twisted Round 


“Safety Lacing”’ a denier ia oe 


sliding doors it is well to remem- 

ber that the doors will be opened many 
times during the years to come. If 
, smooth gliding, easy operating, tight 
A round wire-like stretchless, non- fitting, weather resisting, all is well 
. ° and good, but if difficult to open and 

metallic belt lacing which is stead- close, off-the-track, siding Peel 9 frozen 


ily replacing the ordinary round up, they will continue to be a source of 
M annoyance and complaint from the very 
metal wire lace. first. 

MYERS NEW-WAY ADJ ST AB LE TAN 
DEM DOOR HANGERS and avy TUB 
LAR GIRDER STEEL TRAC K ‘ ma 





The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 
Rawhide Indian Tan Krome 









































mention Miri Suppiies 








